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The Stanley Trade Mark 
on a Stanley Butt is the 
Guaranty of Quality 


We Highest grade Materials, Modern Machinery, 
Up-to-Date Methods, Expert Workmanship, 
Careful Inspection, backed by Sixty-two Years of 
Successful Manufacturing Experience, enter into 
the production of Stanley's Butts, Hinges, Door 
Bolts, Shelf Brackets, Chest Handles, Blind 
Trimmings, etc. 


ORDER STANLEY’S 


See Pages 73 and 97 
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Silver Plate that Wears’ 























i i Announcing the New: 
| Continental Pattern 


: The tastes of to-day in furnishings 
and decorations revert to the 
more simple lines of earlier times. 
The Continental is an example of 
the eauty that lies in simplicity 

arming for its historical sug- 
gestion and most fitting to theline 
of 1847 Rogers Bros. Silver Plate 
-~the trade mark which is an 
merican institution. 


Sold by dealers with an unqualified 


puarantee made possible by the 
actual test of over years 
end for tllustrated cara/ogue ¥-24 


| INTERNATIONAL SILVER CO 


j Suvecessor ro Meridan Britannia G 
& 


i MERIDEN, CONN. 
NEW YORK CHICAGO 
SAN FRANCISCO 
HAMILTON, CANADA 


The World's Largest Makers 
of Sterling Silver and Plate 
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This “Continental” Advertisement 


is one of a series appearing in the magazines and general pub- 
lications. There will be others, in colors and in black and white, 
and they will help you sell the ‘‘Continental” and other 1847 
ROGERS BROS. patterns. Write for circular 1245-H illus- 
trating advertising and display helps supplied, free of charge, 
to dealers handling our ware. 
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No. “77” Storm-Proof Hanger 
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Hang on 
to the 
Karmer 


A door hanger may be a small selling item, 


but as a measure of your Business Success it 


looms quite large on the horizon of True 


Service. 


No individual is more critical than the farmer and no 


man wants more for his money. In direct proportion 


to his business shrewdness is his habit of buying where 


he is treated right. 


The Storm 


satisfies every time. 


ding, lastingly strong 


Proof Door Hanger 


It's a simple, anti-friction, water shed- 


hanger—one that storms never harm. 


Packed one pair in a box with all the fixtures that go with it; 


one dozen pairs in a case. The Tite-Fit Rail goes well with it. 


When writing for 


our catalog, ask also for prices. 


National Mfg. Co., Sterling, Illinois 
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PUMPS FOR 


THE HARDWARE TRADE 


The Cost of Handling Slight—Investment Small—Many 
Actual Needs for Pumps 


By JOHN C. MEYERS 
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A stock of pumps carried by a Southern hardware dealer 


HE question of sufficient and satisfactory water 

J supply is one of vast interest and universal 

importance, yet many implement and hard- 

ware dealers have failed to comprehend this fact 

and are consequently losing a great opportunity to 

increase their business and profits, for there are 
large profits in the sale of pumps. 

While the purpose of this article is to direct the 
dealer’s attention to conditions existing that require 
more and better pumps, and the opportunities open 
to him for increasing his sales on this line of goods, 
it is not out of place to say that nothing the dealer 
can handle is worth to him 100 cents on the dollar 
year in and year out more than pumps. As will be 
shown, they are not something for which you have 
to create a demand. There are many actual needs 
for them on all sides, every day of the year, and 
they really sell themselves. The cost of handling 
is slight and the investment small in comparison 
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with the returns. A progressive up-to-date middle 
West hardware dealer who kept a complete record of 
his business showed that his pump business gave 
a profit of more than 22 per cent. over and above 
the cost of doing business, in which was included 
every item of cost and overhead expense. 
Thousands of homes in the country, villages and 
suburban districts have been equipped with private 
water systems which give the same advantages and 
conveniences found in city houses that are supplied 
by public water systems, but, for these compara- 
tively few homes so equipped, there are many times 
their number that are not. That the owners of 
many of them have not improved their water sys- 
tems is due to a mistaken idea about the expense, 
and oftentimes because they do not know how to go 
about it, and here, by a little effort, the dealer can 
be of assistance and enlarge his field of operation. 
The position of a dealer in a community is similar 
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to that of a physician, the main difference being 
that instead of prescribing for the physical ailments 
of his trade he prescribes for its lack of labor- 
saving and economical methods by the introduction 
of such tools and implements as will produce in- 
creased results with the same or less effort. Some 
men have a deep-seated disease without knowing it. 
Others are slow to ask a physician’s advice or to 
accept it when given. But all men are inclined to 
respect the physician for his knowledge of symptoms 
and remedies, and no one is ungrateful for having 
been cured even though it might have been against 
his will or judgment. 


Hardware Dealer Should Know Conditions in His 
Community 


Like the physician, the hardware or implement 
dealer should know the conditions prevailing in his 
community and be ready to prescribe intelligently. 

Great powers of observation are not necessary for 
the dealer in order to notice the advantages that 
the up-to-date farmer has in his equipment of labor- 
saving machinery. In fact every effort has been 
made to surround the modern farmer with all the 
necessary implements to save both time and labor. 
Unfortunately, however, this cannot be said of the 
women of the household. It is a common sight to 
see women on the farm carrying water from distant 
wells to the house. In fact, it is the exception rather 
than the rule that the farm house is well equipped 
with the proper water system by which the women 
can‘save many steps and much hard labor. A recent 
report by. one of the government officials shows 
clearly that a- woman on.a farm which is not 
equipped with, the proper water supply is made to 
lift a ton of: water a day. This fact is shown by 
counting the’ trips she, is required to make back 
and forth to the well or cistern, the number of times 
she lifts'and;handles the water during the course 
of a day’s work, ahd it is so clearly demonstrated 
‘that one can. readily see how the statement is not 
far wrong. . 

What ‘an easy matter it is for the dealer to pre- 
sent such evidence as this with sufficient force to be 
impressive to the farmer who has been surrounding 
himself with all the helpful devices in the market 
without giving any particular attention to his wife 
or family. Moreover, the advantages of having 
pure water in the house for drinking and bathing 
purposes can be dwelt upon in many ways. No 
doubt even now there is a pestilence in a dealer’s 
community which has been traced to an improper 
water supply, or to negligence in making necessary 
arrangements for bringing the water from a pure 
source to the house. 

These and others of the many every-day experi- 
ences must have impressed themselves upon the 
trade, but have not been made the most of. By a 
little consideration and the proper presenting of 
these facts, truths can be driven home to many men 
who have through thoughtlessness or ignorance 
neglected the thing most vital to the happiness and 
welfare of their whole household. By doing this the 
dealer becomes the physician, and in a way that 
will command the respect of those for whom he 
prescribes, and increase his prestige not only with 
them but with others of his community. 

Facts Concerning the Average Requirements of a 
Home or Farm Necessary 

But these facts are not all that must be known 
for the dealer to make the sale of the proper pumps 
and equipment. In order to carry out the similarity 
with the physician the dealer must, after having 
diagnosed the symptoms properly, be able to pre- 
scribe the cure. In order to do this he must have 
such facts concerning the average requirements of 
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a farm or home that will assist him in recommend- 
ing the proper pump. For instance, it will not be 
out of the way for him to know that stock will 
drink the following quantities of water per day: 

Horses, 5 to 10 gallons; cattle, 7 to 12 gallons; 
hogs, 2 to 2% gallons; sheep, 1 to 2 gallons, and, 
that it requires about 11% gallons to fill an ordinary 
lavatory, 30 gallons to fill the average bath-tub, 
and from 7 to 10 gallons to flush the closet. Such 
information as the above, together with other in- 
formation concerning the amount of water required 
for washings, sprinkling lawns, watering vegetables, 
flowers, and meeting other conditions prevailing 
about a home, will show his familiarity with the 
necessities for a proper water supply and clearly 
indicate to the prospective buyer that he is familiar 
with what he is talking about. 

He should also have close knowledge of the adapt- 
ability and construction of the various kinds of 
pumps, pointing out the advantages of a power or 
windmill pump when the same can be used effec- 
tively, and giving the reasons why the cog-gear 
movement is easier of operation for a hand pump 
or why one style of pump is superior to another for 
a given condition, and other facts concerning the 
material and economical advantages of the pumps 
he is handling which will readily appeal.to the pur- 
chaser. as plausible and of advantage. 


In Selection of Pumps “Best Is Not Cheapest” 


In the selection of pumps for household use the 
old maxim that “The best is not the cheapest” 
should also be kept in mind. For instance, the 
dealer should not make the gross error of recom- 
mending a common iron pitcher pump for house- 
hold purposes. Such a pump has no business in a 
house that is otherwise equipped with up-to-date 
fixtures and it can readily be seen how out of place 
a pump of this kind would be in a kitchen where 
modern fixtures were used. 

It is not necessary in this article to consider the 
various kinds of pumps for different conditions. 
Suffice it to say that there are pumps made for 
every requirement such as hand and windmill or 
power pumps for the watering of stock and general 
farm use, hand pumps for the yard or house, and 
the later hand and power hydro-pneumatic pumps 
which are used in connection with pressure tanks 
for pressure tank systems by which water is de- 
livered to all parts of the house or barn from one 
source of supply. The dealer, however, should make 
himself conversant with these various types of 
pumps and have on hand a sample of each of them 
where they are readily reached and can be easily ex- 
plained. 

At the present time the use of the gasoline engine 
has grown to such great proportions that very few 
farms can be found without one or more gasoline 
engines. Where larger quantities of water are 
necessary for the watering of stock or for other 
purposes, a power pump in connection with a gaso- 
line engine pays for itself in a short time. Where 
pumps have already been installed and it is neces- 
sary to use power, it can very often be done by the 
use of a pumping jack in connection with the engine 
and pump. The advantages of pumping by power 
are so apparent that the dealer who makes the 
effort is often able not only to sell a power pump 
but a gasoline engine as well. 

In addition to the general demand for hand or 
power house and farm pumps, there is an unusual 
demand, which is growing constantly and which is 
overlooked by most dealers, among manufacturers, 
contractors, etc., for power pumps. No doubt few 
dealers have connected the present road building 
with the possibility of selling pumps, and yet all 
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contractors building roads have to use a great 
amount of water in the mixing of their material and 
the wetting down of the macadam, etc. It will be an 
easy matter for any dealer to show to a contractor 
the advantage and saving of using a power pump 
in connection with a gasoline engine, to be placed 
at a source of water supply along the road he is 
building, the one from which water can be delivered 
in each direction through pipes to a distance of a 
half-mile or a mile at any time needed, thus saving 
the cost of teams and men and the time required 
for hauling the water in tanks or carts; the only 
cost after installation being the one necessary for 
gasoline to run his engine. 

Another outlet for pumps occurs during periods 
of high waters or floods where it is desirable to 
pump water from cellars and excavations as quickly 
as possible. There are made for this purpose pumps 
for both hand and power use, of large capacity, 
which can be readily sold if only the opportunity is 
grasped. : 

Spray Pump Business Large Field 


During the past years the spray pump business 
has become a large field for the dealer, and satis- 
factory results from spraying have been so clearly 
shown that now any person having a few fruit trees 
is clamoring for a spray pump. There has been a 
wonderful advance in the styles and sizes of spray 
‘pumps during the last few years, the field now being 
fully covered with pumps from the small hand 
sprayer to the larger barrel and power outfits. The 
advantages of spraying have become so apparent 
that those who were skeptical first to the extent of 
purchasing only a small outfit for a trial have 
always been in line for a larger outfit after seeing 
the results of their efforts and with the increase 
of their orchards, etc. Moreover, spray pumps are 
used extensively by poultrymen and others for 
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spraying whitewash and cold water paint, which can 
be done in this way much more quickly and satis- 
factorily than with the brush. 


Pumps Increase Other Sales 

The pump business and the profits resulting from 
it also mean increased sales of kindred articles in 
the way of pump accessories, which help to swell 
the entire business and establish the dealer’s posi- 
tion in his community. It is not enough, however, 
for the dealer to have all of the pump knowledge and 
information well in hand unless he makes an effort 
to have several styles of pumps, stands, cylinders, 
etc., on hand at all times and displayed in such a 
manner as to attract the attention of his trade. 
Some dealers have been inclined to keep their stock 
of pumps and supplies well in the background in 
their warehouses, etc. This is a mistake, as they 
should be shown well to the front of the store, the 
same as other articles, and much sooner than a great 
many things that are handled which afford little or 
no profit. 

Water is required wherever there is life of any 
kind. High or low tariff, war or peace, hard times 
or prosperity do not affect the individual need of it. 
The advance of civilization has increased this need 
and brought about wonderful changes in methods of 
purification and production. Just how to meet the 
requirement and supply the water most satisfac- 
torily has been a subject of consideration since the 
beginning of time. Volumes have been written on 
the subject of pumps and water supply. Millions 
of dollars have been spent in installations of water 
systems by which people and vegetation can be cared 
for properly. There is no end to the opportunities 
afforded for placing pumps and the dealer, alive to 
the situation, can not only advance his position com- 
mercially and financially but can also prove himself 
to be a benefactor to his community. 





HARDWARE CO. IN NEW BUILDING 

















From left to right: Leo. C. May, vice-president, Arthur T. May, president and treasurer and James B. Brown, 
secretary. The illustration at the right shows a view of the extensive offices on the first floor of the F. P. May 
Hardware Company 


oldest business institutions of Washington, 

moved into its new and much enlarged build- 
ing on October 1. The new store has a frontage of 
90 feet and a depth of 150 feet and is one of the 
very first structures in this section to be erected 
after the so-called mushroom style of construction. 
It is of reinforced concrete, with the front of 
tapestry brick, and there are no beams or girders 


T F. P. May Hardware Company, one of the 


in the ceilings. The five floors of the building give 
a total floor space of over 80,000 square feet. 

This organization was founded in 1874 by Philip 
May and his son, Frank P. May. The senior mem- 
ber withdrew in 1886, at which time George J. May 
became associated with the firm. In 1907 the com- 
pany was incorporated under the name, the F. P. 
May Hardware Company. The officers of the cor- 
poration now are the two sons of the late F. P. May, 
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Arthur J. May, president and treasurer, and Leo C. 
May, vice-president, and James B. Brown, secretary. 

The first floor of the new building is devoted 
principally to the offices which are very sub- 
stantially appointed and finished in mahogany. A 
gallery along the rear and sides of the office division 
carries the stock of sporting goods, firearms, cut- 
lery and similar lines. 

General shelf hardware is stocked on the second 
floor. In this section a very scientific arrangement 
is shown through the use of tier shelving, which not 
only operates to obviate the necessity of running 

















Exterior of new building. On the left is the building 
used for storage purposes 


ladders, but permits of a much more generous sup- 
ply of light to the several alleyways in this division. 

On the third and fourth floors large stocks of 
miscellaneous household supplies are carried, and 
the fifth floor contains the woodenware, screen- 
ings, etc. 

An elaborate sample room for displaying goods, 
private offices for the officers of the company, a 
large room for clerks and salesmen, and an em- 
ployes’ lunch room are features of the first floor. 

Two electric elevators, a full-length system of 
substantial carrier chutes and convenient dumb 
waiters for lighter service are some of the up-to- 


date devices through which the company intends to 


make good on its motto of “prompt and efficient 
handling of orders.” 

The May Company, just forty years old this year, 
has developed with steady strides to be one of the 
foremost and most influential business houses of 
this section of the country. Conducted for many 
years as both a retail and wholesale establishment, 
it is now operated as a strictly wholesale business, 
covering the states of Maryland, Virginia, West 
Virginia, North Carolina and southern Pennsyl- 
vania, with an efficient corps of traveling repre- 
sentatives. 

Mr. May reports business as especially good, the 
books showing an increase of 50 per cent. over last 
year’s period for the last half of September. The 
business has shown a steady increase for each year. 
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Reservations Made for the “Hard-. 
ware Special” 


IXTY-FIVE reservations have been received for 
accommodations on the “Hardware Special’ 
which will leave Chicago on Sunday, October 25, for 
the convention in Atlantic City. The train will start. 
from the La Salle street station at 5:30 p. m., arriv- 
ing in Atlantic City about 8 p. m. Monday, October 
26. 

The following names have been supplied by the 
committee in charge of the arrangements: J. A. 
Gregg, St. Paul, Minn.; Jas. Surpless, Rockford, III. ; 
J. Clarke Coit, Omaha, Neb.; C. F. Silvester, Chi- 
cago, Ill.; W. S. Brown, Des Moines, Ia.; F. J. Camp, 
Des Moines, Ia.; W. J. Donahue, Chicago; Mr. 
and Mrs. T. J. Usher, Chicago; Mr. and Mrs. W. 
J. Keen, Chicago; Geo. Tritch, Denver, Colo.; 
Clarence Harper, Ottumwa, Ia.; H. B. Buhrmaster, 
Burlington, Ia.; Chas. D. Clark, Peoria, Ill.; F. B. 
Platt, St. Paul, Minn.; F. E. Cutler, Waterloo, Ia.; 
Geo. W. Huntley, Waterloo, Ia.; Mr. and Mrs. C. F. 
Braffett, LaGrange, IIl.; Theodore Neuhaus, Daven-. 
port, Ia.; Mr. and Mrs. J. G. Bauer, Topeka, Kan.; 
Mr. and Mrs. Frank Colloday, Hutchison, Kan.; Mr. 
and Mrs. C. S. Holmes, East Liverpool, O.; Mr. an&® 
Mrs. H. A. Leudke, Milwaukee, Wis.; W. J. Gold, 
Sycamore, Ill.; D. O. McQuarrie, Chicago; F. D. 
Ford, Chicago; J. F. Richards, Kansas City, Mo.;. 
W. B. Richards, Kansas City, Mo.; R. A. Peterson,,. 
Chicago; Ed. Beall, Alton, Ill.; J. W. Beall, Alton, 
Ill.; C. E. Saeth, Kansas City, Mo.; John M. Town- 
ley, Kansas City, Mo.; Mr. and Mrs. C. J. Knapp, 
Chicago; Mr. and Mrs. W. J. Feddery, Cleveland,. 
O.; Andrew Carrigan, San Francisco, Cal.; Jos.. 
Stone, Chicago; E. R. Swift, Chicago; J. J. Kasten- 
berg, Detroit, Mich.; H. E. Warner, Chicago; Ru- 
dolph Tenk, Quincy, Ill.; R. B. Jones, Clyde, O.; Irving- 
S. Kemp, Chicago; Daniel Stern, Chicago; Frank 
Gould, Lawrenceburg, Ind.; W. H. Foege, Chicago;. 
J. M. Holloway, Kansas City, Mo.; H. E. Dickason,,. 
Chicago; Palmer Holmes, Chicago; W. H. Klauer,. 
Dubuque, Ia.; F. G. Woostel, St. Louis, Mo. 


New Library of Catalogs for Pan- 
ama Canal Zone 


HE Panama Canal Government is about to estab-. 
lish a reference library in the new administra-. 
tion building at Balboa, Canal Zone, containing 
books and catalogs of use to employees in their 
work. 

Supplementing books of general engineering in- 
terest and American and foreign technical maga- 
zines, a collection is to be made of catalogs of 
manufacturers and distributors of goods used in. 
the Canal work. Manufacturers and distributors. 
who think there may be use for their goods are 
requested to send catalogs in duplicate to the: 
Panama Canal Library, Balboa Heights, Canal Zone. 


An Unheeded Warning 


HE attention of the warring nations of Europe is: 
respectfully invited to the awful fate of the Ging- 
ham Dog and the Calico Cat, in the nursery classic. 
You remember, 
“The truth about that cat and pup 
Was this—they ate each other up!”—Exchange. 


THOMAS R. CHUNN, of the Edwards Manufacturing, 
Cincinnati, Ohio, has returned from a six months’ 
business trip through Central and South America. He 
spent several days on the Isthmus of Panama, and also. 
went as far south as Ecuador, on the West Coast. He- 
reports general business conditions as being: very good! 
in all of the countries he visited. 











HARDWARE SECRETARIES MEET IN 
CHICAGO 


Twenty-one Secretaries Present and Successful Meeting Held—Price 
and Service Bureau Work Explained—New Officers Elected 














elected’ vice- 


P. J. Jacobs, Wis., 
president 

O an observer it would appear that the National 

7 Association of Hardware Secretaries accom- 

. plished more in the convention held during 

three days of last week than at any previous meet- 

ing. 

The La Salle Hotel, Chicago, was headquarters for 

the gathering which was attended by secretaries 

from twenty-one states affiliated with the National 
Retail Hardware Association. 

The program included subjects of interest to all, 
which, for the most part, embraced some phase of 
association work that had been successfully conduct- 
ed by some particular secretary. Many of the sec- 
retaries obtained excellent ideas which they plan to 
adopt, and they received suggestions that will en- 
able them to make their programs for coming state 
conventions more interesting. 

Card systems were recognized as the most con- 
venient methods of indexing members’ names and 
interesting association subjects. A standard type 
of padlock emblem was recommended for all states, 
and it is understood that this suggestion will be car- 
ried out. It was also decided that honorary and 
associate members were not entitled to receive pad- 
lock buttons and a “key” emblem will be used to 
designate this class. 

Profitable Assistance Rendered to Retailers 


A discussion of the benefits derived from freight 
audit bureaus revealed the fact that such efforts 
were most successful in states where long hauls 
were the rule. In states close to the distributing 
markets so few errors were apparent in claims that 
the work was hardly worth while. 

The success which Secretary Roberts, of Minne- 
sota, has experienced with a bad debt collection de- 
partment was a subject of interest. This plan has 
been thoroughly tested and it seems very probable 
that other states will be given such service through 





E. C. Warren, South Dakota, 
elected president 
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+H. O. Roberts, Minn., elected secretary 


the office of their secretaries. Secretary Warren, of 
South Dakota, has already adopted the plan, and 
while his department has not been used for a suffi- 
cient time to constitute a real test, the preliminary 
work is reported as being very encouraging. 

Two states reported success with dead stock ex-. 
changes, a plan by which members take stock from, 
other members that has proven unsalable in a par-. 
ticular territory, but which will be in demand in. 
other sections of the state. Such “dead stock” 
should not be confused with out-of-date specialties. 
or merchandise of like nature. The object of such, 
an exchange is to relieve dealers of over-stocks or- 
of lines which they decide to discontinue and not to. 
provide a means for the dealers to get rid of poor- 
buys. 

Price and Service Bureau Work Explained 


Herbert Sheets, of the Bulletin office, explained’ 
the working of the Price and Service Bureau to the- 
secretaries. He analyzed the kinds of inquiries. 
which were being received, the answers made, and 
the information which the department should have. 
to render effective service. In one day’s work forty- 
six inquiries from thirty states were answered. The- 
principal trouble experienced by this service depart- 
ment of the National Association has been the lack 
of definite information requested. Dealers ask:- 
“Where can I buy my hardware cheaper?” It is 
not possible to give such information. The Service- 
Bureau does not want to divert orders from present 
sources unless prices cannot be obtained through. 
them. The proper method for the dealer to seek in- 
formation is to name the article on which he is hav- 
ing price trouble, state the quantities he has been 
buying, give the source from which he has procured” 
the article and the price that has been paid. On. 
such inquiries valuable assistance has been ren-. 
dered in many instances. 
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From the discussion in the meetings it seems that 
some of the states will be urged not to attempt exhi- 
bitions in connection with conventions this year. It 
is believed that manufacturers will be less inter- 
ested in exhibiting in the smaller states, that re- 
quire long jumps, than formerly, and that to under- 
take an exhibition in the face of present business 
conditions is to court financial loss. 


Two Excellent Talks 


Two special features of interest during the meet- 
ing were talks by Forrest Crissey, of the Saturday 
Evening Post, and Mr. Fleming, an Illinois manu- 
facturer. Mr. Crissey’s talk was along the line of 
closer co-operation for the salvation of the small 
town and its dealers, while Mr. Fleming covered the 
subject of distribution, charging that its cost in 
some respects is excessive, and urging more prompt 
collections and discounting of bills as efforts which 
would be worth while for retailers. 


Entertainment Features 


The secretaries mixed some pleasure with their 
work this year, varying in this respect from former 
plans. A luncheon was tendered the body at noon 
of the first day by the Hardware Club of Chicago 
and several short talks by visitors were thoroughly 
appreciated. The association enjoyed seeing “Pot- 





War Forces Up Prices of — 
Materials 


yy BOTEIELD. Mass., where 90 per cent. of the 
whips manufactured in this country are made, 
has been badly affected by the European war, as 
most of the essential materials used in the manu- 
facture of whips are imported from Germany. 

The basis of all whips is rattan and reeds, as the 
manufacture of whips is impossible without these 
materials. India and the islands of the Far East 
produce rattan and reeds, and all of these products 
have been practically controlled by the Germans, 
most of the factories handling rattan and reeds 
being located in Germany. The supply of rattan and 
reeds, which has heretofore been imported from 
German firms, is now cut off, and the problem of 
securing more of these materials now looms up. 

The rawhide centers of whips must be made en- 
tirely of buffalo hide, which is imported from Cal- 





From left to right, L. C. Abbott, 

H. F. Krueger and M. L. Corey 

representatives of the trades re- 
lations committee 
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ash and Perlmutter” at a local theater on one of the 
evenings, and were guests of the National Retail 
Hardware Association at luncheon on Thursday. 


New Officers Elected 


The trades relations committee, represented by 
Messrs. Corey, Abbott and Krueger, met with the 
secretaries during some of their sessions, for the 
purpose of outlining work which was being under- 
taken. This committee, together with E. E. 
Mitchell, president of the National Retail Hardware 
Association, who was present, left for the East on 
Thursday night. 

New officers of the association, elected on Thurs- 
day afternoon, are as follows: E.C. Warren, South 
Dakota, president; P. J. Jacobs, Wisconsin, vice- 
president; H. 0. Roberts, Minnesota, secretary. 

These gentlemen, together with Henry Marti, of 
Texas, and George M. Gray, of Ohio, constitute the 
board of directors. An advisory board, consisting 
of past-presidents, L. D. Nish, of Illinois, and J. B. 
Carson, of Ohio, was created. 

Presidents of various state association were 
guests during the meeting. Among other retailers 
who were guests were, H. L. McNamara, of Janes- 
ville, Wis., and Curtis Johnson, of Rush City, Minn. 
On Friday the secretaries of various insurance com- 
panies held their annual meeting. 

















cutta, India. Glue, rubber goods, varnish gums, 
colors, etc., are also imported from countries which 
are involved in the war. 


The manufacturers of Westfield bought up all the 
available stock of rattan and reeds at the outbreak 
of hostilities, and any rattan since offered has been 
at double the original figures. A local newspaper 
of Westfield recently stated that on account of the 
limited supply of raw materials on hand, some of 
the smaller firms have been obliged to close down. 
This article also states that the whip industry had 
been most seriously affected by a rise in the prices 
of raw material previous to the war, as an increase 
of about 50 per cent. in the cost of all hides used in 
this business had occurred during the year. The 
manufacturers of whips will be obliged to advance 
their prices to protect themselves, because of this 
shortage in raw materials, and in a short time it is 
feared that the supplying of whips at any price will 
be difficult. 




















N order to give the noticeable change necessary 
I in displays in hardware, it is advisable to be 

ever on the outlook for novel ideas. 

Many of the men who trim windows seem to have 
more ideas than they can use, while others are at 
a loss to know what to do. It would seem that ideas 
are divided about as unevenly aS the world’s money. 

Our suggestion this week is one that will attract 
attention to the display on account of its novelty and 
its motion. Anything in motion, no matter how 
slight, will attract more than ordinary attention. 

The idea of this trim is to take an ordinary wire 
netting, form it into a cone, cover it with red tissue 
paper and then heap over this mound enough coal 
to cover the design. An electric light placed inside 
of this mound and yellow strips pasted on the point 
of the cone so that an electric fan will continually 
keep these strips fluttering in semblance of a flame, 
will produce a design which will work in harmony 
with a showing of waffle irons. Letters cut from 
cardboard, reading “Red Hot Favorites,” are pasted 
here and there on the coal. A large sign should 
call attention to the waffle irons on display and 
may be placed directly above this or in any other 
conspicuous place in the window. 

This display is particularly timely just now as 
at this season more waffles are eaten than at any 
other period of the year. 


Our Show Cards 
Recently an authority on show card writing 
stated that “elaborate or expensive cards are un- 
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Utilizing motion in a window display to call attention 
to the merchandise 


called for and entirely out of place as a business 
proposition.” 

There is no doubt that nothing is so effective in 
the way of show cards as a plainly written, neatly 
finished black and white card. Artistic cards are 
not usually made to assist the display to advertise 
the maker or sign writer. The show card should be 
made so as to tell the story or the price at a glance 
and it should be so constructed that it may be “read 
on the run.” 


By Hardware Age Window Trimming Specialists 
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We believe that the real object of a show card 
is to call attention to the merchandise on display, 
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Combination of Soennecken pen and brush work, with 

an illustration taken from an advertisement that ap- 

peared in HARDWARE AGE of the Brown & Sharpe 
Company, Providence, R. I. 





that is why it is placed in the most conspicuous 
portion of the window. Unquestionably a clever 
and appropriate illustration showing more quickly 
than plain lettering will stop a man who is “on the 
run” and thereby draw his attention to the mer- 
chandise. 

When this is accomplished a show card has per- 
formed its duty. 

Our illustration on the accompanying card will 
come under the heading of good illustrated de- 
signs. It is taken from the advertising pages of 
HARDWARE AGE. 

Most of the lettering is made with a Soennecken 
pen on a quarter sheet, 11 x 14 inches. Unless the 
card writer is a clever artist we recommend mount- 
ing on the card illustrative cuts from periodicals. 

Each illustration should be accompanied with an 
appropriate catch phrase. The illustrated card 
which we reproduce under this heading gives but a 
hint at what may be accomplished with a little 
thought along this line. 

The progressive card writer will hardly pick up 
a trade paper without being able to use some of the 
illustrations in the manner described. 


BUSINESS IS FIRST RATE with us, states the letter 
which Moore Bros. Co., Joliet, Ill., recently sent to the 
trade. The communication goes on to say that if the 
recipient will send the name of anyone interested in 
buying a stove the company will write personal letters 
and send him attractive literature. Enclosed in the 
envelope are four illustrated folders. 


THE NEW PLANT of the Massillon Aluminum Com- 
pany has been completed and is being placed in opera- 
tion. The company will manufacture a line of cooking 
utensils. 7 : 
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“THE MAN BEHIND THE COUNTER” 


Four Live Suggestions for the Re- 
tail Store 


Editor HARDWARE AGE: 

‘Thank you very much for your letter and “Hard- 
ware Selling Kinks” received via the boss, Mr. 
Valentine. 

I have fixed up our rope as shown in your book 
—it is a great improvement, and am now working 
on a bulletin board. I enclose four hardware hints 
and hope they will be acceptable. 


Compo Board Clock in Window Sells Six Dozen Alarm 
Clocks 


Alarm clocks are good sellers all the year ’round 
and a large variety of artistic window trims can 
be made with them. : 

A large alarm clock, six feet high, makes an at- 
tractive and eye-catching center piece for a display 





@ @© 0 3'6 32° x 


ay “Be 


si a 














Alav-m clock six feet high made from compo board 


of this sort, and can be made easily from compo 
board. The ring-handle, bell and feet can be cut 
separately and the whole fitted on a rough wood 
framework. Paint it with flat white or kalsomine 
and black figures, and suspend clocks and watches 





A adusplay arranged in this way appears awkward. 
All handied articles show to better advantage if placed 
in a right-handed position 


all around the edge of the face. When not in use 
in the window, this makes a good display stand in 
the store. 

The last time this clock was used in our window 
it resulted in the sale of over six dozen alarm clocks. 
A black background and floor shows this display 
off to best advantage. 


Suggestion for Wrapping Packages 


This is an item in business which may seem be- 
neath the notice of the average clerk, yet it is a 
very important one. Very few clerks make a really 
neat package. The easiest and most economical 
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Suggestion for wrapping a package 


way is to tear the paper from the roll as nearly 
square as possible, and then wrap from corner to 
corner, and not from side to side as is usually done. 
This gives a better hold on the paper, more cover- 
ing capacity and added strength to the package at 
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corners and sides, as well as a much neater package 
when completed. 

Try this on a square package or 5 pounds of 
small nails and then on a tea kettle (spout towards 
the square side of the paper) and you will soon 
wrap packages no other way. 

Be sure every article is clean and free from dust 
before wrapping. A neat package carries a mighty 
good impression with it and is a good advertise- 
ment... 

Also don’t forget that a man is entitled to a 
“Mr.” before his name. This is often omitted on a 
tag. It is but a little thing, but its omission is 
liable to give offense. 

Which way do you trim your windows and show 
cases, or arrange your shelving? Right-handed is 
the only way. By right-handed means placing an 
article in a natural position for a right-handed per- 
son to pick up or use. Goods arranged in this way 
broaden a display, whereas, if they are arranged 
both right and left-handed, the display is cramped 
in appearance. 

Just set up a row of Letihen pots with all the 
spouts pointing to the left (looking toward them), 
then set up another row, one-half pointing to the left 
and the other half to the right, and you will see 
for yourself. Look at the two rough sketches of 
tea kettles. Don’t you want to turn the left-handed 

one around before you do anything else? 

Arrange everything in your store right-handed 
and note the improvement. 

Stores that are not fitted with special fixtures 
must have sample boards of some sort to display 
the many small articles that have to be shown or 
sold daily, and to save unnecessary taking down and 
opening of boxes and packages. 

The accompanying photograph shows one of sev- 
eral doors which will prove to be the most suitable 
size and shape for the average stock. 

















Samples displayed on door board 

















Harold Stevens, salesman with the Wilson Hardware 
Company, Boulder, Cal. 


Each door, or panel, was 3 ft. high and 18 inches 
wide, made from %-in. lumber, and covered with 
red cloth. They were hinged and hung in pairs. 

Every article displayed had a card under it bear- 
ing a stock number in red or blue, with a similar 
stock number on a corresponding stock behind the 
door. The stock number, catalog number, size and 
retail price was marked on this card in ink, while 
the cost price was marked with a pencil so that it 
could be changed at will without making a new card. 

Yours truly, 
HAROLD STEVENS, 
Wilson Hardware Company, Boulder, Col. 


How We Introduced Our Kodak 
Department 


N article on kodaks in hardware stores, pub- 
A lished in HARDWARE AGE, was put to prac- 
tical use by the F. P. Lawrence & Co., Rich- 

land Center, Wis. 

The manner in which the attention of the people 
in Richland Center was called to the department is 
told by W. Burwitz, and will prove of especial inter- 
est to our readers since the plan is one which may 
be used profitably in connection with other goods. 

Mr. Burwitz says: 

“Shortly after I started working for the firm it 
was decided to put in a line of cameras and camera 
supplies. 

“The question was: How to introduce the line? 

“I was a product of the farm and a graduate of 
the high school and knew several of the young 
people who owned cameras, and using their names 
as a working basis, we sent out the following letter 
and card: 


HENRY SMITH, City. 
Dear Sir: Do you know that we sell cameras and 


camera supplies? 
We have just received the most complete stock of 
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photo materials ever shipped to Richland Center at 
one time. 

We want you to call and examine this line for we 
know we have what you want and at the right price, 
and you want to get the habit of getting what you want 
in this line from us. 

The camera game is a new one to us and we must 
have your help to make it a success. We do not know 
who owns cameras and you do. We must know who 
these owners are if we are to sell them goods and we 
will pay you to tell us who they are. | 

Find enclosed card which will entitle you to twenty- 
five cents (25c.) worth of camera supplies if presented 
before January 1, 1914, providing you give us with the 
card the names and post office addresses of five people 
who own cameras. 

If you know more than five why write them all down, 
and possibly some of your friends are thinking of 
getting a new camera; if so tell us who they are. 

Remember, the goods are ready for your inspection 
and we want you to see them. 

; If you have a camera and have trouble getting good 
pictures come tell us about it. We will charge you 
nothing for our advice and we may save you from 
wasting money on plates and films and help you get 
good pictures. 

Yours for Camera Service, 
F, P. LAWRENCE & Co. 
Per W. Burwitz. 

P. S.—We will do your developing and_printing for 
you if you do not want to do it yourself. 

“The card which we sent was the business card of 
Mr. Davis, manager of our hardware department. 
On the back the following was printed: _ 

Good for 25 cents in camera supplies if pre- 
sented by January 1, 1914, as per conditions: in 
letter. F. P. LAWRENCE & Co. 

“The reason I used Mr. Davis’ card was to show 
that the offer came from a member of the firm. 

“This letter and card was mailed to the names 
on the list and as we received the answers we added 
the new names to the list and mailed them the form 
letter. 

“In a few days we had a list of 65 camera owners 
and started them buying their supplies from us. 

“Previous to this time we had purchased a com- 
plete line of cameras ranging in price from $2 to 

















William Burwitz, salesman with F. P. Lawrence & Co. 
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$25, and a fine line of supplies. In the supplies 
we got all the new things and gave the interested 
people who came to answer our letter something 
to look at and admire. 

“We purchased a six foot show case and placed 
it just inside the door and filled it with the line 
and in this way every one who comes in the store 
knows that we sell cameras and camera supplies. 

“We have a city of 3000 people and have two 
competitors in the camera business, but we are 
getting a fine business worked up and would advise 
any of your readers to put in the line if they have 
any one in the store who likes a camera.” 


DITOR’S Note: The following letter is a reply 
> to an article that appeared in “The Man Be- 
hind the Counter Department” in the issue 

of HARDWARE AGE for September 10: 


Editor HARDWARE AGE: 

The episode of the R. S. trying to get $10 for 
an $8.20 incubator, recently related in your col- 
umns, has to me, as a former maker of incubators, 
more than passing interest. 

This matter being related to the poultry business, 
let’s “talk chicken.” 

Aside from less than a half-dozen makers of the 
better grades of incubators, who sell by mail, and 
also through the dealer, the other fellows don’t make 
much pretense of protecting the dealer. I recall 
one case in which the maker sold the dealer at the 
same price he was advertising direct to the farmer. 
How much business do you suppose those dealers 
turned on incubators that year? 

So it might look as if the greater problem were 
one of buying instead of selling. But how many of 
the “live ones” even, to say nothing of that “75 per 
cent. deadwood,” exercise any great amount of in- 
telligence when it comes to buying incubators—a 
line, by the way, that should not only prove highly 
profitable, but a mighty stumbling block for mail 
order competition in his community? Fifteen cents 
invested in postal cards would bring him a collec- 
tion of catalogs, beautifully printed and elaborately 
worded, from which he could learn considerable to 
his advantage. For instance, besides getting a line 
on general construction; popular sizes, styles and 
types; heating systems, etc.; he ought to be able, 
thereafter, to recognize a mail order incubator when 
it was offered him, and drop it like the proverbial 
superheated spud. 

I don’t think there is one dealer in a hundred that 
knows as much about these goods as does the farmer 
he tries to sell. How can he expect to back a line 
with the necessary convincing and enthusiastic 
salesmanship when he has but a limited knowledge 
of the peculiarities of what he is trying to sell? 
Grant, then, that the boss jhas enough to worry 
about. What’s to prevent him from turning over 
this department to one of his R. S.’s—let him handle 
this line as his specialty during the season—put it 
up to him to “brace” every farmer that enters the 
portals of his store. Have him actually run a ma- 
chine in the store, and when the hatch is about due, 
fix up an attractive window display, including all 
sorts of poultry supplies, all of which find ready‘sale 
at a good profit. Then you’ll get results. 

No, its not too much trouble, when you consider 
the new trade it brings your store. I recall 
one instance in which eighteen new customers were 
won from competitors, in one spring, through this 
route. Nor is it too much specializing. How do 
the large department stores handle their business? 
The clerk. (pardon the expression) behind the rib- 
bon counter knows ribbons, and the underpaid chap 

(Continued on page 70) 











DISHONEST ADVERTISING LAWS 


An Important Phase of Their Enforcement 
By ELTON J. BUCKLEY 


ding dishonest advertising have begun to be 

enforced. In an article written about a year 
ago I pointed out that but two States—New York, 
and a Northwest State, I think Washington—had 
laws punishing fraudulent advertising. In all other 
States dishonest advertising could be and was being 
done without let or hindrance. The only way of 
stopping it was by the cumbersome process of ar- 
rest for obtaining money under false pretenses. 
I explained in that article why this was cumber- 
some and why it did not fill the bill. 

Since that article was written a very large per- 
centage of all the States have passed laws making 
it a criminal offense to advertise in any way dis- 
honestly or deceitfully. After a State passes a law 
like this, there is always a lull, for a reason which 
is easy to understand—it takes some time to make 
people realize that there is a new order of things. 
More than this, somebody must start the ball roll- 
ing. No State law has appointed anybody to go 
about and work up prosecutions, like a food law 
does. The law makes enforcement everybody’s busi- 
ness, which will always, to a greater or less degree, 
be nobody’s business. I note, however, that in many 
sections the mercantile associations have estab- 
lished bureaus for the enforcement of the adver- 
tising law. Reports lie before me of six cases 
brought in Trenton, N. J., by the Merchants’ Asso- 
ciation. The one that attracted the most attention 
was against a piano dealer who advertised for $150 
a piano which he said was worth $450. An investi- 
gation established beyond all doubt that the piano 
was not worth $450, and prosecution followed. The 
dealer plead guilty and was fined. The other five 
cases were also against retailers in various lines, 
all being well known locally. The court fined them 
$1 each, with the thoroughly justified remark that 
up to last year a merchant could claim his goods 
were worth anything he liked and nobody could 
gainsay him. Under the new law he must make 
his claims stick to the truth, and the court said 
merchants must have time to get acquainted with 
this radical change. 

I want to say a little about that phase of the 
New Jersey advertising law—and all other adver- 
tising laws, in fact, which lies at the bottom of 
these six cases, and which will probably lie at the 
bottom of 75 per cent. of all the cases which will 
be brought. I refer to the phase which covers the 
almost general claim on the part of advertisers that 
goods offered are “worth” so much more, or that 
their “real value” is so much more. The adver- 
tisers who deliberately lie in their advertising, by 
offering as all wool something that is wholly or 
partly cotton, are very few. Probably not one 
case in one hundred will be against that sort. On 
the contrary, those who advertise something for 
“68 cents, worth $1,” are very much more numer- 
ous. Some of them are telling the truth in their 
representations, but a greater percentage are not. 
They are not conscious of wilfully lying when they 
put an inflated value on their goods; they protect 
themselves behind the contention that the real value 
of a thing is a matter of opinion, and their opinion 
is that it is worth what they say it is. Most of 
the cases brought under the fraudulent advertising 


\ T last there are signs that the laws forbid- 


laws will be brought against advertisers of this 
class. 

The following, or some very close modification of 
it, is the definition of dishonest advertising which 
is contained in every law on the subject passed up 
to this time: 


* * * any statement or assertion concerning the 
quantity, the quality, the value, the merit, the use, the 
present or former price, the cost, the reason for the 
price, or the motive or purpose of a sale of any mer- 
chandise, securities or services, or concerning the 
method or cost of production or manufacture of such 
merchandise; or the possession of rewards, prizes or 
distinctions conferred on account of such merchandise, 
or the manner or source of purchase of such merchan- 
dise or securities which is untrue or calculated to mis- 
lead. 


I have italicized the words under which such cases 
as I have referred to above will come: untrue or 
misleading statements concerning “the quality or 
(real) value.” Under such a law as this the quality 
or real value of a piece of standard merchandise 
is not a matter of opinion, except within very nar- 
row limits, and cannot be treated as such. I say a. 
piece of “standard merchandise.” The owner of 
an antique Oriental rug, or a picture by an old 
master, can set his own value upon it, and nobody 
can accuse him of deceit, unless he at the same time 
misrepresents the quality or history of the article. 
For such merchandise there is no standard. There 
are standards, however, for a man’s coat, or for a 
bottle of olives, or a pair of women’s shoes. 

Let me illustrate by showing how a case of this 
sort, brought under a dishonest advertising law, 
would be tried. We will assume that a shoe dealer 
has advertised at $1.48 women’s shoes “actually 
worth $3.50.” Somebody buys a pair and brings a 
prosecution, on the contention that they are not 
“actually worth” $3.50, or anything like it, and that 
the statement that they were was a fraud upon the 
buyer. Of course in these cases there must be a 
substantial discrepancy between the representation 
and the fact. In the case I cite, if it could be 
proven that the shoes from any standpoint were 
fairly worth $3.25, the court would undoubtedly rule 
that the difference was too small to justify prose- 
cution. 

When this case came up for trial, the evidence of 
those who were seeking to prove fraud would take 
the following course, after proving the advertise- 
ment and the sale. An experienced shoe man is 
supposed to be on the stand: 


Question.—Mr. Smith, how long have you been in the 
shoe business? 

Answer.—Twenty years. 

Q.—Describe your experience in handling shoes in 
that time. 

A.—I first worked in a shoe factory, then worked as 
clerk in a wholesale shoe house, then went on the road 
for that house. Ten years ago I opened my own retail 
store, which I still conduct. 

Q.—Are you familiar with the different grades of 
leather used in shoes, and the different grades of shoes 
sold through ordinary channels? 

A.—I am. 

Q.—Have you examined the shoes sold by the defend- 
ant upon the representation that they were actually 
worth $3.50? 
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A.—I have. 

Q.— What is your opinion of their value? 

A.—They are of a very cheap grade. The leather 
is third grade, and there is considerable filler. The 
workmanship is also very inferior. That grade of shoes 
can be bought from any jobber who sells that grade for 
about $12 a dozen pairs. I should say at retail they 
were worth just about what the defendant charged for 
them, $1.48. 

Q.—Are they worth, in your judgment, anything like 
$3.50? 

A.—They are not. 

Q.—Have they ever been sold in your experience and 
observation for anything like $3.50? 

A.—Never. 


After this evidence was produced the defendant 
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could talk until he was blue about his estimate of 
$3.50 being “merely a matter of opinion,” nobody 
would believe him, and the court would not listen 
to him. No opinion that shoes jobbing at $1 per 
pair are worth at retail $3.50 is either reasonable 
or tenable. That will be the criterion in all such 
cases. Where a defendant says “I sincerely thought 
it was worth that much,” his opinion must further 
be shown to be reasonable. If it involves charging 
several times as much profit as anybody ever 
thought of charging on that particular article, and 
there is evidence that the price named as “actual 
value” had never, in the course of ordinary com- 
mercial transactions, been asked for it, the opinion 
would always be held to be unreasonable and hence 
untenable. 
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Exhibit made by the Foster Stove Company at Annual Apple Show held at Ironton, Ohio. W. H. Foster, 


secretary and treasurer, is seated in the cnair. Pg one 7 from left to right are: 


N. G. Wasserboehr, traveling salesman, and C, 


Exhibit Made by Foster Stove Com- 


pany 

Stier Foster Stove Company, of Ironton, Ohio, of 

which Col. H. A. Marting, is president, was 
organized several years ago. The company never 
overlooks an opportunity for pushing its goods, and 
the accompanying illustration shows its exhibit at 
the Annual Apple Show held in Ironton recently. 
In the center of the exhibit one of the firm’s latest 
air-tight heaters is shown, and it is interesting to 
note that the first heater of this type’ that the com- 
pany exported was intended for its agent in 
Prague. This heater was on a German steamer and 
‘was seized by an English cruiser. The company has 
made a claim for the invoice price, and expects to 
experience no trouble in getting a settlement from 
the British Government. 


Trained Horse Wanted 


NNE had been buggy-riding with her beau, William, 
and the horse had run away. When asked by her 
mother how it happened she replied: 
“Well, you see, William thought he had his feet on 
the lines.” —Exchange. 
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W. D. Lackey, W. F. Myers, 


F’. Marting, superintendent of the Foster Stove Company 


Sales Organization of the Enter- 
prise Mfg. Co. Holds Convention 


asa annual convention of the sales organization 
of The Enterprise Mfg. Company of Pennsyl- 
vania concluded its sessions with a banquet held 
at the Hotel Adelphia, Philadelphia. The gathering 
was notable for its spirit of optimism, and “Enter- 
prise” faith in the immediate future was clearly re- 
vealed by a review of the aggressive measures 
adopted both in the manufacturing of goods and 
for the promotion of sales during the ensuing sea- 
son. At the dinner were H. E. Asbury, president; 
C. W. Asbury, vice-president and treasurer; E. E. 
Kiehl, secretary; J. W. Gates, sales manager; L. G. 
Hartman, advertising manager; W. H. Asbury, A. 
J. Clymer, J. C. Eddy, W. E. Ham and T. O. Parker 
of the field force; E. E. Punzelt, factory superin- 
tendent, and J. C. Armstrong, representing Phila- 
delphia Made Hardware. 


THE Exporapo Stove ComMpPaNy, Eldorado, IIil., has 
been incorporated with H. B. Hemphill, Smith Gibson, 
R. R. Caraway, B. R. Jinkens and Jesse R. Anderson. 
The capital stock is $2,500. 














Yet He Answered All Right 


A YOUNG German was being tried in court, and the 
questioning by the lawyers on the opposite side 
began: 

“Now, Muller, what do you do?” 

“Ven?” asked the German. 

“When you work, of course,”-said the lawyer. 

“Vy, I vork a 

“T know,” said the lawyer, “but what at?” 

“At a bench.” 

“Oh, Lord!” groaned the lawyer, “where do you work 
at a bench?” 

“In a vactory.” 

“What kind of a factory?” 

“Brick.” 

“You make bricks?” 

“No; de vactory is made uf bricks.” 

“Now, Muller, listen,” said the lawyer; “what do you 
make in that factory?” 

“Fight tollars a veek.” 

“No, no! What does the factory make?” 

“T dunno; a lot uv money, I tink.” 

“Now listen! What kind of goods does the factory 
produce?” 

“Oh,” said the German, “good goods.” 

“T know, but what kind of good goods?” 

“The best.” 

“The best of what?” 

“The best there is.” 

“Of what?” 

“Of dose goods.” 

“Your Honor,” said the lawyer, “I give up.”—Ezr- 
change. 





Fitting the Case 


ITH a face that vainly endeavored to appear 

mournful, and eyes that vainly strove to produce 

a respectable flow of tears, Patrick Murphy O’Dolan 
strolled into a dry goods store. 

“I want ye to tell me,” he murmured, “phwat the cus- 
tom is for th’ wearin’ iv mournin’?” 

“Well,” mused the assistant, “of course, it varies. If 
it’s a less near relative, a band of black on the sleeve 
or hat; or, if it’s a friend, just a black tie.” 

For some moments Patrick Murphy O’Dolan con- 
sidered. 

“Well,” he whispered at length, “give me a shoe lace. 
It’s me wife’s mither!”—E xchange. 


Beyond Question 


A POMPOUS manufacturer of machinery was show- 

ing a stranger over his factory. 

“Fine piece of work, isn’t it?” he said, when they were 
looking at a very ingenious machine. 

“Yes,” said the visitor, “but you cannot hold a candle 
to the goods we are turning out.” 

“Indeed!” said the chagrined manufacturer. “And 
what is your line?” 

“Gunpowder,” was the reply.—Exchange. 


A Man’s Work 


6¢TTJERE’S a fellow patents a contrivance to keen 
girls from falling out of hammocks.” 
“More machinery displacing men.” — Louisville 
Courier-Journal, 


Safety First 


NE day a very nervous, timid-looking woman, 
accompanied by a robust farmer, appeared on the 
platform of a little railway station at a remote country 
town. For a time she devoted her attention to the time- 
table, but she did not find there the information she 
sought, and she stepped up to the station-master as he 
came out of his office. 
“Will you please tell me if the three-fifteen train has 
gone yet?” she asked, in apparent concern. 
“Yes, about twenty minutes ago,” he replied. 
“And when will the four thirty be along, do you 
think?” 
“Why, not for some time yet, of course.” 
“Are there any expresses before then?” 
“Not one.” 
“Any freight trains?” 
“No.” 
“Nothing at all?” 
“Nothing whatever.” 
“Are you quite sure?” 
“Certainly I am, or I wouldn’t have said so.” 
“Then,” said the timid woman, turning to her hus- 
band, “I think we’ll cross the tracks, William.”— 
Exchange. 


The Morning’s Surprise 
IMEON EASY, after living sixty years on a farm, 
finds his quarters on shipboard somewhat cramped. 
He obviates the lack of space, however, by stowing his 
trousers and shoes into a round cupboard in the side of 
the vessel on going to bed. 
Seven a.m. Startling disclosures! 
“Steward, last night I put my clothes in that cubby- 
hole, an’ they ain’t there now.” 
“That ain’t a clothes press; that’s a port-hole, sir.”— 
Exchange. 
Diet 
GIRL reading in a paper that fish was excellent 
brain food, wrote to the editor: 
“Dear Sir—Seeing as you say how fish is good for the 
brains, what kind of fish shall I eat?” 
To this the editor replied: 
“Dear Miss—Judging from the composition of your 
letter I should advise you to eat a whale.”—Exchange. 


Luck 


HE—Albert, dear, while looking through some of 
your old clothes I made such a lucky find that I 
ordered a new dress on the strength of it. 
He—What was it, dear? 
She—Half a dozen checks that had never been written 
on.—E xchange. 


Modern Education 
¢é¢LJOW is your little boy doing at school?” 

“He gets a good mark in the toothbrush drill 
and stands first in the breathing class, but he doesn’t 
seem able to learn arithmetic.” ——Dirmingnam Age- 
Herald. 


Even for That 


IFE—“John, do you think our Bobbie will ever 
make a big league ball player!” 
Husband—“Oh, I dunno! If he only gets to be gov- 
ernor of the state I’ll be satisfied!” —H xchange. 
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A SQUARE MAN IN A ROUND HOLE 
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MAN may be at the bottom all the time 
A and wonder how he got there. 

The cause may be a iive man with a dead 
employer. 

It may be a good store in a poor location. 

It may be a preacher in a place where prac- 
tice counts. 

It may be one of a hundred causes, but it 
generally is a man who has tied himself so 
tightly to detail that his brain evolves no new 
business building ideas. 

He needs a ladder of knowledge. He needs 
contact with other men in the same business. 
If he is a hardware merchant he needs 
HARDWARE AGE. 
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Heavy Demand for American Goods—Made in America Campaign— 
War Tax Bill Passes Senate 


WASHINGTON, October 18, 1914. 

T is now but a matter of days before the Fed- 
| eral Reserve system of banks and currency 

will come into operation. All the various pre- 
liminaries are fast being arranged, and the Bureau 
of Engraving and Printing is now turning out the 
last of the $250,000,000 of Federal Reserve bank 
notes that will be put into service with the inaug- 
uration of the new system. 

When the Federal Reserve banks throw open their 
doors to the bankers of America early next month, 
and the new currency begins to flow through finan- 
cial channels to the most remote corners of the 
country, there will have been put into operation an 
institution which, it is confidently expected, will 
have a tremendous effect on the monetary situation 
in the entire Western world. 


Large Volume of New Money 


The general feeling in financial quarters, as crys- 
tallized in reports coming into Washington, is that 
the turning loose of such a tremendous sum of new 
money as will be represented by the Federal Re- 
serve notes, and the consequent liberality in the dis- 
counting of sound commercial paper, will have an 
instant and far-reaching effect on business condi- 
tions from one end of the United States to the 
other. 

The one big item of granting loans upon commer- 
cial paper is expected to work a very material ad- 
vantage in favor of the average business man. In- 
directly, this advantage will be passed along and will 
reach the original producer, on the one hand, and 
the ultimate consumer, on the other. The net re- 
sult, undoubtedly, it is contended, will be a general 
easing up in the matter of credits and discounts, 
and a consequent general stimulus to the business 
world. 

British Financial Experts in Washington 


Sir George Paish, official government adviser of 
the British Treasury, and Basil Blackett, represent- 
ing the British Chancellor of the Exchequer, have 
arrived in Washington for a conference with Sec- 
retary McAdoo and members of the Federal Re- 
serve Board regarding the international financial 
situation. 
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The justly renowned financial authority when in- 
terviewed yesterday was quite diplomatic in his 
treatment of details of the general situation and 
very cleverly parried questions that he evidently 
considered rather too intimate. In advance of his 
conference with the American authorities he would 
not discuss details of the proposals that will be sub- 
mitted for improving the international situation. 


Payment of Foreign Debts with Securities 


One of the proposals that will be discussed on 
Monday concerns means for stopping the exchange 
of heavy gold shipments between the United States 
and Great Britain, and some ciearing house ar- 
rangement that would permit of the use of securi- 
ties instead of gold in making settlement. 

The English moratorium expires November 4, 
and, Sir George states, there is much talk in Eng- 
land that the London stock exchange will open soon 
after that date. Officials here believe there will be 
some discussion at next week’s conference of plans 
for reopening the New York stock exchange coin- 
cidently with the opening of the London exchange. 

Members of the Federal Reserve Board have been 
for some time considering the situation that may 
arise upon the opening of the New York exchange. 
Undoubtedly, it is considered, the British officials 
will be consulted upon the liability of a flooding of 
the market with English-owned securities. 


Heavy Demand for American Goods 


One of the exciting causes of the visit of the 
British financial officials to the United States is 
found in the fact that a huge demand is going to be 
made by the British government upon American 
manufacturers for material and supplies incident 
to carrying on the war. The British and European 
stocks are beginning to run low and these countries 
are turning to the United States as the only base of 
supplies. 

It is stated that the movement of American-made 
goods to replace the material consumed in war has 
barely begun. It will, however, soon reach flood 
proportions, and tend to boom every avenue of 
American trade and transportation. And the orders 
already placed, on a cash basis, are proof that 
Europe is able to pay for what she buys. 
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The largest order reported during the week was 
placed by the French Government for 1700 Ameri- 
can motor trucks. An unusually large ammunition 
order has been placed with an Illinois manufactur- 
ing concern. 

Made-in-America Campaign 


The European war, besides stimulating American 
exports, is operating to establish new American in- 
dustries and the manufacture in the United States 
of products and commodities hitherto made exclu- 
sively by foreign factories. This development is 
noticed particularly in the chemical and inventive 
fields, and covers articles principally that have here- 
tofore been imported from Germany and Austria. 

The government is giving every encouragement 
to chemists and inventors who are striving to fur- 
ther the Made-in-America movement by duplicating 
foreign products. It is the expressed belief of the 
Department of Commerce that a number of dis- 
tinctly new American industries will have been 
worked into paying propositions within the very 
near future. 

Uniform State Laws 

The annual conference of Commissioners on Uni- 
form State Laws has been sitting in Washington 
during the week. A number of important proposi- 
tions have been discussed and will be placed before 
the various state legislatures this winter for con- 
sideration. 

A proposed state law applicable to business cor- 
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porations formed one of the big topics of discussion. 
A uniform automobile law, fashioned after the 
Michigan statute, is another proposal that was taken 
up-by the conference as a desirable attainment. 
This idea of uniformity in state laws is one that 
has recently gained much headway and that prom- 
ises a rapid growth in the course of the next two or 
three years. A uniform insurance law is a matter 
that is being discussed with growing insistence, and, 
it is considered, such a standard state enactment 
will, undoubtedly, be accepted by many legislatures 
just as soon as the question is formally presented. 


War Tax Bill Passes Senate 

The Democratic majority of the Senate late last 
night pushed the war revenue measure to its pas- 
sage by the safe margin of 34 to 22. The several 
cotton relief amendments that were put forward by 
Southern members were defeated, and the revolt 
that at one time threatened to tie up the session 
was successfully smothered by the leaders. This 
tax measure now goes to conference and is expected 
to become law before the end of the coming week. 

The present Congress, when it adjourns within a 
few days, will have been in continuous session for 
a longer period than any preceding sitting of the 
National Legislature. President Wilson, shortly 
after his inauguration in March of last year, called 
the two Houses together in special session to re- 
vise the tariff and they have been continuously on 
the job ever since. 





Memorial Service Held for William 
J. Ladd 


A SERVICE was held at the Presbyterian Church 

of Upper Montclair, N. J., on Sunday after- 
noon, October 11, in memory of William J. Ladd, 
for many years connected with Sargent & Co., and 
who died on August 2. 

Mr. Ladd had been a member of this church since 
its organization and had also served as elder and 
as church treasurer. 

Henry B. Sargent and George F. Wiepert, of 
Sargent & Co., both of whom had been associated in 
business with Mr. Ladd for many years, made ad- 
dresses. 

Mr. Sargent spoke in part as follows: 

“IT have steadily avoided public speaking, but I 
accepted the invitation to speak of the late William 
John Ladd, at this memorial service, from the stand- 
point of the management of the business with which 
he was so long associated and so prominently iden- 
tified, as a tribute to the memory of an intimate 
and beloved associate, and to indicate to this con- 
gregation, and upon this occasion, the high esteem, 
the affectionate regard in which his fellow workers 
held him, and the absolute trust reposed in him by 
his intimate business associates. ? 

“IT am the one of authority left of our company, 
next in length of service (43 years) who can speak 
of Mr. Ladd out of my own long experience and 
association with him. 

“Seldom in our experience does a man become 
critically accurate in his daily labors, or set up a 
fight for minimizing the personal equation, with- 


out becoming angular, obtrusive and narrow. Mr. 


Ladd was none of these. His temper was ever in 
command, his courtesy constant, and his alertness 
attractive. He had an indescribable personal 
charm 


“In the spring of 1907, a group photograph was 
taken of George H. Sargent, Mr. Ladd, Mr. Atkins 
and Mr. Munson, which, on publication, was widely 
commented upon in trade circles, because four men 


were pictured, who at the time had been actively as- 
sociated in the same business for an average of 
fifty consecutive years. My father would have been 
included in the picture had he not been in his last 
sickness. 

Among the ideals which these five men had rec- 
ognized as the unwritten underlying principles of 
the business, two were prominently included—truth 
and service—and Mr. Ladd surely lived them.” 

Mr. Wiepert said in the course of his address: 

“Although during the earlier part of the year we 
were in a measure prepared for the separation, the 
death of our co-worker and friend, William J. Ladd, 
came to us with the shock of loss. 

“I had been associated with him for over thirty 
years, and I am constrained by the high regard and 
affection that was developed during that time, and 
in which we all shared, to add my tribute to his 
memory. To know a man well one should know him 
not only in his business but also in his soéial life; 
in his play as well as in his work. A man strong in 
some characteristics may not have a well-developed 
life on all sides. Mr. Ladd’s life was well rounded 
on all sides. Cheerful, industrious, with active 
mind, sympathetic, tolerant but not lax, liberal but 
with strong convictions, he impressed us all by his 
sincerity and earnestness of purpose as well as by 
the spirit of kindly helpfulness that was manifest 
in his intercourse with all. His religious convic- 
tion was tempered by the saving grace of humor 
with which he was blessed, and which gave him a 
perspective that enabled him to see things in their 
proper relation and to sense their real values. 

“As we knew him in business his temperament 
was optimistic, and with his high ideals and deep re- 
ligious faith his influence on all with whom he came 
in contact was good, particularly on the young men 
who were in his department under his direction.” 

Addresses were also made by C. R. Langenbacher, 
one of the trustees of the church, and the Rev. Put- 
nam Cady, D.D., the pastor, expressing appreciation 
on the part of the church, of which Mr. Ladd was 
such a faithful member and efficient officer. 
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Utah Hardware Men Form Per- 
manent Organization 


N August 26 the retail hardware dealers of Utah 
held a meeting in the rooms of the Commercial 
Club in Salt Lake City, Utah. General conditions 
were discussed, and a permanent organization of 
the hardware dealers was effected and a call was 
issued for another meeting to convene October 5, 
1914. 

At the meeting on October 5 the constitution and 
by-laws were adopted, and an address was given by 
Mr. Jensen of the Retail Grocery Association on 
the advantages of organizations as shown by his 
experience in organizing the grocers of the state. 

The following is a list of the officers of the 
association for the coming year: 

Frank Merrill, president, Brigham City, Utah; 
T. E. Smith, vice-president, Provo, Utah; W. M. 
Everton, secretary, Logan, Utah; E. Eklund, treas- 
urer, Ogden, Utah. 

Board of directors, H. G. Coubhe. Salt Lake City, 
Utah; F. G. Morse, Salt Lake City, Utah; P. W. 
Knisley. Ogden, Utah; J. D. Morgan, Downey, 
Idaho; J. A. Alcorn, Midvale, Utah; Hy. Tippetts, 
Preston, Idaho. 

It was decided to hold the meeting of the associa- 
tion semi-annually in the months of April and Octo- 
ber. The day to be chosen by the president. 


_— 
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McKinney Mfg. Company Obtains 
Glen Patents 


f em: McKinney Mfg. Company, N. S. Pittsburgh, 

maker of steel strap “T” and butt hinges, also 
door hangers and track, has become the owner of 
the Glen patents and is now the sole manufacturer 
of the Glen steel mats. In addition to carrying a 
complete stock of all sizes of bulk, it will be the pur- 
pose of the McKinney Mfg. Company to also carry 
the smaller sizes, packed in individual boxes, each 
neatly labeled, showing contents, class number, 
dimensions, etc. This innovation will take the Glen 
steel door mats cut of the category of warehouse 
goods with the jobber and retailer and will en- 
able the latter to place the goods on his shelves in 
plain view, always ready for distribution to his 
trade. The McKinney Mfg. Company has had an 
experience of 40 years in the manufacture of its 
products. The Glen steel door mats, which the 
company will make in the future, will be of the 
very highest quality, the company states, and will 
be furnished to the trade with the same care and 
diligence with which the McKinney goods have been 
marketed for over 40 years. 


Cincinnati Hardware Club 
Appoints Committees 


HE Hardware Club of Cincinnati, Ohio, held a 

business meeting at the Hotel Gibson recently. 

The purpose of the meeting was to appoint different 

committees to arrange for the entertainment of the 

Ohio Hardware Association, whose convention will 
be held in Cincinnati during February, 1915. 

The following committees were appointed. Fi- 
nance: Charles E. Pfau, chairman; Otto Burger, 
R. A. Matthews, Albert Boebinger, E. Tvethaug, 
J. M. Hargrave and E. J. Becker. Press: C. L. 
Smith, chairman, and E. J. Becker. 

The annual election of the Hardware Club will 
take place in November, at a date not yet selected. 
Other committees will be appointed and it is hoped 
to have all arrangements made for handling the 
coming convention before January 1. 
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Refrigerator Outwears Its Name- 
Plate 


PHERE are two kinds of compliments just as 
there are two brands of laughter. One may 
be classified as carefully compiled, while the other 
is spontaneous. 
Carefully worded praise is usually the result of 
sturdy growth of appreciation. It is the cool, care- 
ful analysis of one who deals in justice. Spon- 





Name plate of a “Leonard Cleanable” refrigerator 
that has been outworn by the refrigerator 


taneous praise is that brand which springs from 
people unconsciously. It also bears the brand of 
absolute sincerity. 

G. W. Cole, a hardware dealer of Lakeview, 
Mich., recently gave a refrigerator manufacturer 
a spontaneous compliment that certainly rings true. 

A customer of Mr. Cole’s approached him one day 
with the old “Leonard Cleanable” name plate, which 
is herewith reproduced, and asked if he could get 
a new name plate for his old refrigerator which 
he was giving a coat of varnish. Mr. Cole placed 
the order, and in his letter to the Grand Rapids 
Refrigerator Company enclosed the name plate. 

To the younger members of the office force in 
this establishment the plate told but one story. 
“It’s an old name plate. We don’t carry it in stock.” 
When the sample and letter concerning it fell into 
the hands of some of the old timers, however, it 
told a different story. 

“Gee whiz, man, look here!” exclaimed an old 
knight of the road as he recognized the name plate 
that had adorned the pride of the factory when he 
was acub salesman. “Do you know that we haven’t 
made a refrigerator bearing that particular name 
plate for over twenty-five years? Do you realize 
that this man is handing us praise on a silver 
platter? I sold refrigerators up in that district 
thirty years ago, and we were building business 
on the quality basis then just as we are now.” 

The refrigerator this old name plate came off of 
was sold more than a quarter of a century ago, and 
when we stop to consider that it has outworn its 
name plate we begin to see praise here that amounts 
to more than mere politeness. 

The Grand Rapids Refrigerator Company has 
forwarded us a copy of its old 1890 catalog, which 
was the last printed matter illustrating and de- 
scribing the old “Leonard Cleanable” line like the 
one that needs a new name plate up in Lakeview. 
It is a time-worn catalog with crude cuts and old- 
fashioned descriptions. The present catalogs of this 
company compared with the old 1890 catalog tell a 
story of printing and engraving progress that has 
marked the intervening years. They also tell the 
story of the wonderful improvements that have 
come about in the making of refrigerators. 

The Grand Rapids Company is certainly to be 
complimented on the fact that the quality of its 
goods is still the paramount endeavor. The pleas- 
ant experience of a spontaneous compliment com- 
ing as a result of the consrientious efforts of twenty- 
five years ago was well worth while. 
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KDITORIAL COMMENT 


The Danger of War Cartoons 


HEN President Wilson issued his procla- 
mation of neutrality in the European 
war he undoubtedly considered not 

only the big phases of this grave subject, but 
also gave consideration to a multitude of lesser 
dangers that might cause unpleasantness. 

Cartoons may well be considered among these 
lesser dangers. Urged forward by a desire for 
publicity, many merchants have made the mis- 
take of displaying war cartoons in their win- 
dows. Before making such use of a cartoon it 
is good business to tarefully analyze the effect 
from every angle. The experience of a leading 
retail hardware dealer may prove illuminating. 
This merchant saw a cartoon which portrayed 
in bright colors a little joke on the Kaiser. 
Most of the people who saw this cartoon 
laughed heartily. This dealer believes in 
spreading good humor so he pasted the cartoon 
in his window and blocked the sidewalk with 
a crowd of people who looked, laughed and went 
their way—that is most of them did. A few 
did not, however, and it is those few we are to 
consider. 

One of the few was a German manufacturer. 
He had been a good customer at that hardware 
store for along time. His business amounted to 
a considerable sum, and monthly statements 
sent to him by this dealer were stamped paid 
with healthy regularity. 

This manufacturer’s sympathies are with 
Germany. His heart is there, and he might be 
at the front if he were a younger man. To him 
there is nothing funny about this war. To him 
it is not a joke, and is no subject for laughter. 
In his office an hour later he expressed regret 
that such a live dealer should so far forget him- 
self as to use his windows for such a purpose, 
and ordered his buyer to transfer the factory 
account to another hardware store. This is a 
true incident. Cartoons are dangerous. War 
cartoons are doubly dangerous, and the mer- 
chant who carefully analyzes the possible ef- 
fect on all of his customers may well hesitate to 
give them prominence in his store. 

From a standpoint of cold dollars and cents a 
war cartoon won’t build business. It won’t 
help sell saws, it won’t move stoves, it has not 
been known to improve collections, and it sends 
no one away with a firmer conviction of the 
stability or usefulness of the retailer. 

It is not constructive advertising, and while 
it may stop the crowd and prove amusing to 


62 


—— et merce 


ee ee 


many, it cannot be termed favorable publicity 
as long as there are two classes of people in 
America who take opposite sides of this great 
question. Good merchants will abolish the war 
cartoons as a means of favorable publicity. 


Importance of Cash Buying 


HOUSANDS of hardware merchants have 
tried to put their business on a cash 
basis in this country, and those who have 

succeeded can just about be counted on the 
fingers of an ordinary hand. The thumb need 
not be taken into consideration. 

The American public has been well educated 
in buying on time. There are few families who 
do not have accounts because there are few 
people who cannot be trusted. However, reli- 
ability is a sliding scale. One man is good for 
a million, while another is limited to five dollars 
for thirty days. Some man holds the throttle 
in every community. Some individual decides 
who shall have the million and who shall be 
limited to the smaller amount. Sometimes it is 
the banker who gauges credit, but more often 


it is the merchant. Men have made millions } 


because they knew human nature well enough 
to play safe. A host of other men have failed 
because their hearts controlled their heads, or 
because they were better sellers than collectors. 

Two hardware merchants were recently en- 
gaged in a rather heated conversation regard- 
ing the cost of distribution. One dealer em- 
phatically stated that he was lucky to break 
even last year, and laid the blame squarely at 
the door of price preference. There is no doubt 
that there was more than a grain of truth in 
his arguments, but a more simple cause was the 
fact that he did not cash discount his bills. 
Failure to take advantage of cash discounts is 
a business crime. Two per cent. ten days, net 
sixty days is a common hardware billing. In 
other words pay on the tenth day, or you will 
be charged two per cent. for the use of that 
money, represented, of course, in merchandise, 
for the next fifty days. These bills are falling 
due every week in the year. Two per cent. for 
fifty days and fifty days goes into three hundred 
and sixty-five days a strong seven times—7 x 2 
per cent. — 14 per cent. Simple arithmetic. . 

What man can borrow money at fourteen per 
cent. interest and make the hardware business 
pay? There may be instances where it is done, 
but they are scarce. 

Then, too, the cash discount has more influ- 
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ence on price than any other single thing. The 
man who buys at bed-rock cash discounts his 
bills. The merchant who does not cash dis- 
count his bills may rest assured that fourteen 
per cent. interest is not the only penalty he is 
paying. Short prices do not seek the man who 
asks for long credit. Sellers are not built that 
way. A majority of the hardware dealers of 
this country are in debt to their jobbers. A 
house cleaning is needed. In most sections of 
the United States local banks have large re- 
serves. If a general movement were started 
to transfer retail hardware merchants’ ac- 
counts from the books of hardware wholesalers 
to the books of these banks it would mark the 
beginning of an era of prosperity in hardware, 
the like of which we have never seen. 

If American hardware retailers are not tak- 
ing advantage of cash discounts there must be 
a reason for it. Either they are diverting into 
strange channels the money they collect in re- 
turn for merchandise, or they are not collecting. 
In the majority of stores the latter case is true. 
They are not collecting. 

The natural question is why? 

Every merchant who realizes what cash dis- 
count means, wants to reap those advantages. 

Here are the simple rules printed for the 
benefit of the clerks in a store that has never 
failed to take advantage of a cash discount. 

First—Limit every account to a certain 
amount. Our capital puts a limit on every 
man. If the account goes above the amount 
set, collect or curtail the customer’s purchases 
promptly. 

Second—Every account should have a def- 
inite date for settlement. This date should be 
a mutual agreement between the seller and the 
buyer. If the date passes without a settlement, 
or a new arrangement, no more goods should be 
charged this account. Every endeavor should 
be made to collect promptly. 

Third—Every new account should furnish 
references. Written references are preferable 
to verbal references. The man who recom- 
mends a bad account may become a valuable 
collector if the promises of the man he recom- 
mends are not made good. If such promises 
are not carried out to the letter the man on 
whose recommendation the account was opened 
should be enlightened and his services enlisted 
promptly. 

Fourth—aA decidedly limited number of peo- 
ple are authorized to O. K. accounts in this 
store. An analysis of the bad accounts at the 
end of each year usually indicates that they 
were authorized by one person. He may not be 
blessed with the qualifications of a credit man. 
A summary of the bad accounts tells the truth. 
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To continue to allow this man to authorize the 
starting of new accounts may be folly. The 
only persons in this firm who are authorized 


to O. K. new accounts are Mr. and Mr. 
All clerks will be held personally re- 


sponsible for the prompt collection of other 
charges. 

Fifth—The embarrassment of limiting an ac- 
count or of asking for money when it is due is 
nothing compared to the humiliation of being 
unable to meet our bills promptly. Prompt col- 
lections is the key to cash discount. 


Know Your Stock 


© hardware dealer can expect to give the 

best possible service if he is not thor- 

oughly familiar with his stock. He 

must have a place for everything and have 

everything in its place. Above all, his stock 

must look inviting and attractive, even at the 

expense of constant shifting. No jarring ar- 

rangement of goods should be permitted to re- 

main in sight. Harmony of stock, to the hard- 

ware dealer, is as important as harmony of 
colors to the painter. 

When changes of stock are made necessary 
he must not forget to make a mental note of the 
things that have been transferred. Many dealers 
do not realize the importance of this argument, 
but if they could, for just one brief moment, 
put themselves in the places of their customers 
they would know that knowledge of stock and 
where to find each individual article is one of 
the things that creates the right sort of impres- 
sion with the buyer. 

It sometimes happens that a dealer runs out 
of certain articles. He should know this when 
a buyer calls for them and be able to tell him 
so, rather than go through the unavailing for- 
mula of looking over several shelves before he 
discovers that his stock of those articles is ex- 
hausted. It takes but a moment to find out if 
the article called for is out of stock, but this 
should be known in advance; that one moment 
gives the customer time to think of another 
store. If the dealer knows his stock the thought 
of another store never will be permitted to en- 
ter the buyer’s mind. 

He should be able to produce what is called 
for when it is called for and not two or three 
minutes later. The dealer should make his mind 
a catalog of the articles the shelves contain, and 
should carry about with him a mental picture of 
each article and where it is located. He should 
be an always-on-the-job dealer and not one who 


is bound to confess his ignorance of what his 
store contains and where it is located. He 
should bear in mind alertness builds trade and 
inspires confidence; dullness destroys it. 
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On the Trail of the School Supply Trade—Two Small Ads on Subjects 


of Large Interest 


Cultivating a Big Field 


No. 1 (3 cols. x 9 in.). This ad, sent us by 
Ballantine’s, Warsaw, N. Y., serves to illustrate the 
many angles of the hardware business. Most all of 
us, children and grown-ups, discover sooner or later 
that the hardware store can supply us with pretty 
nearly every article required in our daily occupa- 
tions. Offhand, the stationery store is thought of 
as the school supply shop and this is true but only 
to a certain extent. Many really essential school 
supplies are not obtainable at the stationery store 
and in fact at no store. other than the hardware 
store. Moreover, the hardware dealer is constantly 
adding to his lines and enlarging the scope of his 
business so that the foregoing fact becomes doubly 
true. But the very composite nature of the hard- 
ware store has often, we believe, resulted in desul- 
tory advertising campaigns. We believe the hard- 
ware dealer can build a profitable business in school 
supplies. The trade is steady and continues through 
the winter and spring. A great many of the articles 
listed in this ad, notably cutlery, tin goods, etc., are 
hardware articles pure and simple, and such articles 
as fountain pens, pencil boxes, drinking cups, etc., 





School Supplies 
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» Parker “Lucky Curve” Fountain 
Pen 
You can buy a good one for #1.50, $2.00, $2.50 
Parker Jack-knife Safety Fountain 
Pen 


Slips easily into the vest pocket, won't leak if carried 
~ up-sidedown. $2.50 and up. 


Parker Self-filling Fountain Pen 












Every Parker Pen is Guaranteed The one perfect self-filler. $2.50 and up. 
5c Cent eqn Supplies Compasses, cach . . 16¢ and 26¢ 
B rabicts 6 Steel Pens Knives, each - 26cand up 

Pencils Senet come 6 Pencils 
Pocket Drinking Cups, 10¢ and 25c 
Box Colored Crayons a Lunch Boxes - 0c and 25¢ 
* ° 
Ballintine Hardware Co. 
“The Stores That Do Things”’ 

10 MAIN ST. 15 BUFFALO ST. 











No. 1—The hardware dealer can build a profitable 
business in school supplies 


are lines which fit in with the hardware business 
just as well as candy and cigars fit in with the drug 
business. Take a look at your stock and jot down 
the articles you now are carrying that would fit in 


under the head of school supplies. The list will 
surprise you and you will want no further justifica- 
tion for a series of ads appealing to the purchasers 
of school supplies. This Ballantine ad is about 
the first of its kind that we have noted and it surely 





Get Ready for Winter 


ye = gine lacey a4, rer git before the fall rush commences. We 
have competent men to do this work. 


We offer for sale one Richardson & Boynton 24 Hand Furnace in good repair with cas- 
ing. ( No piping or registers. 


Price $30.00 
One Albany New Farnace, complete with casing, (no piping or registers, 
Price $60.00 


THESE FURNACES ARE BIG VALUES FOR THE MONEY. 


Ballintine Hardware Company 


10 Main|Street “THE STORES THAT DO THINGS” 15 Buffalo St 

















No. 2—Good judgment was shown in working out these 
two appeals 


points the way to a new line of appeal in your 
advertising. The ad itself is well handled. Note 
that an entire ready-made ad has been inserted in 
the left hand corner. The featuring of the Parker 
pen is complete. Our only suggestion concerns this 
portion of the ad. We feel that less space should 
have been allotted to the pen and more to playing 
up some of the other articles which are merely 
listed. The heading of the ad justifies this sugges- 
tion: it is an ad featuring school supplies rather 
than the Parker pen. Get after the school children 
and their parents: it’s good business. 


Anticipating the Cold Snap 


No. 2 (3 cols. x 4% in.). Here’s another ad 
from the Ballantine people that’s short and to the 
point. It will be noted that this ad carries a gen- 
eral appeal on repair work and two specific appeals 
on furnace installation. -Good judgment was shown 
in working out these two appeals, i.e., the listing 
of a second-hand outfit and a new furnace. The 
second-hand furnace might be just what one man 
would consider while his next door neighbor would 
insist on an entirely new equipment. This ad gets 
them both. The display layout of this ad is worthy 
of some little notice. It is very open and inviting 
in appearance and as a consequence is read with 
a minimum of effort. 


Circumventing the Fire Demon 


No. 3 (1 col. x 5 in.). The Graves Hardware 
Company, Springfield, Mass., the firm sending us 
this ad, has touched upon a subject that has been 
long neglected. Every home needs one of the cash 
boxes. Hardly a man lives who hasn’t a few papers 
that mean a whole lot to him. In most instances 
these papers are tucked away in some drawer and 
would be most certain to be lost in case of sudden 
fire or when the family is away. Many men don’t 
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want the expense of a safety deposit box, and many 
like to have their papers where they may be re- 
ferred to in a moment’s notice. And many more 
intend doing something to protect their papers, 
but fail to do it simply because the suggestion is 
not put before them. An ad of this sort carries 
the suggestion so briefly and clearly that purchase 
is a matter of logical sequence. One doesn’t need 
to ask questions after reading this ad. The de- 
sign and finish of the boxes are explained briefly 
and the table of sizes and prices puts it up to the 
reader to do the rest. The ad is neatly displayed 
and its size makes it very economical. 


Keeping the Doors Closed 


No. 4 (1 col. x 5 in.). This other single column 
ad of the Graves Hardware Company features a 
real home necessity. Nothing short of eternal 
watchfulness can insure the closing of doors and the 
housewife can’t be everywhere at once. Door checks 
have found their greatest sale in business buildings 
but the housewife and thé home owner are fast 
realizing that checks are great savers of time and 
annoyance. The wording of the ad is true to nature 
and serves to emphasize how busy the housewife 
can be in seeing that doors are kept closed. The 
illustration shows the Russwin door check to ex- 
cellent advantage and for such a small ad the dis- 
play is very readable and attractive indeed. This 
is an article which could easily justify the use of 
larger space. The check could be shown in actual 
use and the text might describe the device at greater 
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CASH 
BOXES 


A Secure Pidee for Your Valuable 
- nnn agi Insurance Policies, 


, es case of fire your valuable 
paperg are all together, easily te- 


moved. A secure Jock keeps them 
fram the eyes and hands of un- 





Thede cash. boxes have double 
protected edges and cofners, are 
peatly finished in black with banda 
in’ gold bronze, 

Attractive and Very Secure. 

5 %-Ipch x 8-inch --- 450 
6-iheoh x 9-imch ...... 50c 
7-inch x.1@\%-inch ...60c ; : 
9%-inch x 13 | -inch, $1.50 - _narin Door Check , 
10-igch x 14-inch .. -$1.60 quieter tha inet Soe oe cher an 
10%-inch x 14 %-inch, Several ‘ties tes “tens bees. 


$1.75 
$2.70 to $9.00 each 
Why not buy one before some Worth a ddzea times its cost. 


valuable paper is lost? BA 
GRAVES HARDWARE — — 
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No. "9 eeey home No. 4—The wording of 
needs one of these cash the ad is true to 
boxes nature 


length, showing the varying degrees of adjustment 
possible and emphasizing the fact that the check 
is easily installed. . 





Coming Hardware Conventions 


THE ANNUAL MEETING OF THE AMERICAN HARD- 
WARE MANUFACTURERS’ ASSOCIATION, held ‘in con- 
junction with the National Hardware Association, 
will be at the Marlborough-Blenheim Hotel, Atlantic 
City, October 28-29-30. F. D. Mitchell, secretary- 
treasurer, 1510 Woolworth Building, New York. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Oklahoma City, December 8, 
9, 10, 1914. W. B. Porch, secretary, Mustang. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Chicago, January 12, 13, 14, 15, 1915. 
L. D. Nish, secretary, Elgin. 

MISSOURI RETAIL HARDWARE ASSOCIATION AND 
MISSISSIPPI VALLEY IMPLEMENT AND VEHICLE AS- 
SOCIATION will hold their annual convention in St. 
Louis, January 19, 20, 21, 22, 1915. F. X. Becherer, 
secretary, 5136 North Broadway, St. Louis. 

PACIFIC NORTHWEST RETAIL HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Spokane, 
Wash., January 20, 21, 22, 1915. E. E. Lucas, sec- 
retary, Hutton Building, Spokane, Wash. 

TEXAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Waco, January 26, 27, 28, 1915. Henry Marti, 
secretary, Dallas. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Indianapolis, January 26, 27, 28, 29, 1915. 
M. L. Corey, secretary, Argos. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Milwaukee, February 3, 4, 5, 1915. P. J. 
Jacobs, secretary, Stevens Point. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Omaha, February 9, 10, 11, 12, 1915. 
Nathan Roberts, secretary, Lincoln. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Saginaw, February 9, 10, 11, 12, 1915. 
A. J. Scott, secretary, Marine City. 

NORTH DAKOTA RETAIL HARDWARE ASSOCIATION 


CONVENTION, February 17, 18, 19, 1915. N. C. 
Barnes, secretary, Grand Forks, N. Dak. 


OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Cincinnati, February 16, 17, 18, 19, 1915. 
Headquarters, New Gibson Hotel. Jas. B. Carson, 
secretary, Dayton. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION, Boston, Mass., February 22, 23, 24, 
1915. Geo. A. Field, secretary, 176 Federal street, 
Boston. 

KENTUCKY RETAIL HARDWARE AND STOVE DEAL- 
ERS’ CONVENTION, Lexington, February 23, 24, 25, 
1915. Headquarters, Phoenix Hotel. J. M. Stone, 
secretary, Sturgis. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, February 23, 24, 25, 26, 1915. 
H. O. Roberts, secretary, Metropolitan Life Build- 
ing, Minneapolis. 

SOUTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Mitchell, March 2, 3, 4, 5, 1915. E. C. 
Warren, Secretary, Pierre, S. Dak. 


Yale & Towne Lease Chicago 
Quarters 


2 few Yale & Towne Mfg. Company, New York, 
manufacturer of builders’ and other hardware, 
has leased the store, basement and second floor of 
the building at 77-79 East Lake street, Chicago, 
for a term of years from January 1 next. The 
premises are to be entirely remodeled by the com- 
pany to provide offices, warehouse facilities and a 
fine sample room. The company’s sample room in 
New York is the finest of its kind in this country. 


THE NATIONAL ASSOCIATION OF STOVE MANUFAC- 
TURERS will hold its forty-third annual! convention at 
the Hotel Astor, New York City, on Wednesday and 
Thursday, May 13 and 14. 
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Trade Conditions and Iron, 


Steel and Hardware Prices 





One encouraging feature in the present 
situation is the heavy export that American 
mills are having in wire products, and to 
some extent in wire nails. It is estimated 
that in the past three weeks leading wire 
mills in Pennsylvania and Eastern-Ohio have 
sold fully 15,000 tons of barb and plain wire 
for shipment abroad. 





MARKET SUMMARY FOR THE BUSY READER 


Hopes are strong that our foreign trade 
not only in wire products but other manu- 
factured articles as well will show a material 
increase. 


On account of the European war the de- 
mand for canned meats from abroad has been 
heavy. 
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OFFICE OF HARDWARE AGE, 
Pittsburgh, Pa., October 20, 1914. 

ONDITIONS in the steel and allied trades for the 

week under review did not show any material 
changes one way or the other. A slight further falling 
off in operations is reported among the steel mills and 
manufacturing plants, due to continued lack of orders. 
The president of one of the largest steel companies in 
this country was in Pittsburgh this week, and stated 
that the entire plant, with the exception of one blast 
furnace, was closed down, waiting for orders to accumu- 
late to warrant resuming operations. This concern has 
two blast furnaces, an open-hearth steel plant contain- 
ing 12 furnaces, plate and other finishing mills, and is 
one of the leading independent steel interests in the 
Central West. Its situation as regards operations is 
typical of conditions existing at most of the other steel 
plants. The practice has been for some time to run 
one week fairly full, and then close down the next week, 
waiting for orders to accumulate to warrant starting 
up again. It is needless to state that this method of 
operations increases cost very materially. Two of the 
leading steel companies state that their costs for mak- 
ing sheet bars when they are running intermittently 
increases from $1 to $2 per ton, and the same ratio of 
increase applies on nearly all forms of finished iron and 
steel. 

Granting that present operations among the steel 
mills are on a 50 per cent. basis, if there was a normal 
demand for iron and steel products from general con- 
sumers and railroads were buying for their usual re- 
quirements, it is safe to say that most steel works would 
be running to 90 per cent. of capacity or better. How- 
ever, for many months the railroads have been buying 
only such materials as they must absolutely have, and 
their demand for steel rails, track supplies and motive 
power, this including passenger and freight cars, has 
not been 10 per cent. of normal. It will thus be seen 
why the steel trade is in such depressed condition, and 
at present there is nothing in sight that indicates early 
betterment. 

Some in the trade believe we will have a moderate 
buying movement in December, but this is the month 
in which manufacturing plants take stock and close the 
year’s business, and as a rule as few goods as possible 
are bought in December. It would not be surprising if 
a buying movement would develop very shortly after 
January 1, but if it does come it is a question of how 
far it would extend. Consumers are not holding off 
placing orders for iron and steel products on account of 
prices, but simply for the reason that their own business 
has fallen off very much, and they are not in need of 
the raw materials which go into their manufactured 
products. The balance of this year is likely to drift 
along with conditions about as they are now. 

The belief is now growing that the European war 
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will last much longer than supposed when it started. 
As pointed out before, its immediate effects have been 
to shut off largely our exports, which are again 
being resumed, and while eventually the European war 
may result in the United States building up a large for- 
eign trade, its immediate effects have been harmful. 
Reports from England indicate that the chances of 
American manufacturers getting much business from 
that country are not very good. While England has cut 
off all imports from Germany, advices are that there 
has been a curtailment in operations among blast fur- 
naces, steel works and rolling mills in England, showing 
that its own demand has fallen off materially. An item 
of interest is that a British rail mill has taken 30,000 
tons of rails for shipment to Australia, and another 
mill has taken 20,000 tons for shipment to South Africa 
against keen competition, not only with this country, 
but also from Canada. 

The one encouraging feature of the situation is the 
heavy export that American mills are having in wire 
products, and to some extent in wire nails. It is esti- 
mated that in the past three weeks leading wire mills 
in Pennsylvania and Eastern Ohio have sold fully 15,000 
tons of barb and plain wire for shipment abroad and 
more business is pending, including 3000 tons for ship- 
ment to France, which reports state has about been 
closed up. A leading producer of wire rods in the 
Youngstown, Ohio, district, recently sold 3000 tons for 
shipment to England, and these are now going forward. 
Hopes are strong that our foreign trade, not only in 
wire products, but other manufactured articles as well, 
will soon show a material increase. Reports from Lon- 
don, England, state that American tin plate mills have 
taken orders for 750,000 boxes of rebate tin plate for 
England. It is also worthy of note that on account of 
the European war the demand for canned meats from 
abroad has been heavy, and the pack in this country 
has been larger than usual. This has resulted in addi- 
tional business being placed with the mills for bright 
plates by the meat packers. An inquiry is in this coun- 
try for 1000 tons of Southern iron from Italy, and 
5000 tons for Japan. If this country secures this busi- 
ness the iron will likely be shipped from the South, as 
that section has lower rates of freight than other pig 
iron making centers. 

The situation in the domestic steel and allied trades 
is not entirely without encouragement. Stocks of all 
kinds of manufactured goods are lighter than for years, 
and it is only a question of time, and perhaps a short 
time, when jobbers and consumers will have to come in 
the market and replenish their badly depleted stocks. 
It does not seem that prices can go much, if any, lower 
than they are now, so that no risk would be run by the 
trade in buying ahead. 

Local jobbing and retail hardware houses report a 
fairly good volume of business considering general con- 
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ditions, but still complain that the volume is made up 
of small orders, which are expensive to handle. Con- 
cerns that ordinarily would take a carload of certain 
kinds of goods, now order a mixed carload, and in most 
cases less than a carload. The billing and other ex- 
penses connected with these sales run costs up very ma- 
terially. With mills and factories running 50 per cent. or 
less of capacity, the number of idle men is constantly 
increasing, and the outlook for the holiday trade this 
year is far from good. For this reason, business con- 
cerns that carry holiday goods are buying very spar- 
ingly, knowing that demand will be less than usual. 
Traveling men on the road report a good deal of appre- 
hension as to business over the winter months, and if 
it should be a severe winter there will no doubt be a 
good deal of suffering among the poor on account of so 
many men being idle. 

While the money situation is reported to be clearing 
up in some sections, this is not the case in the Pitts- 
burgh district, and it is known that the banks are piling 
up money at an unusual rate and are being severely 
censured for it. It is said that the banks are pursuing 
an ultra-conservative course, and are turning down ap- 
plications for loans against, which gilt edge collateral 
is being offered. Collections are reported poor in all 
sections. 

WIRE Naits.—The feature of the wire nail market 
continues to be the export demand, which is quite heavy 
and shipments of wire nails from local mills are going 
abroad right along. It is not possible to give any fig- 
ures as to the actual number of kegs of wire nails that 
have been shipped abroad by American mills since the 
European war started, but there has been a comfortable 
volume of foreign business, and should the war be pro- 
longed, as now seems likely, the demand will no doubt 
increase. Prices on wire nails for foreign shipment are 
on a parity with domestic prices, but are not any lower. 
The domestic demand for wire nails is only fair, as 
nearly all consumers are covered by contracts placed 
some time ago. Shipments of wire nails by the mills 
are at the $1.55 and $1.60 price, the bulk of the business 
being at the lower figure on contracts taken several 
months ago. 

We quote wire nails as follows: In carload lots to jobbers, 
$1.60, f.0.b. Pittsburgh, freight added to point of delivery. 


Jobbers charge the usual advances over these prices for 
small lots from store. 


Cut Naits.—There is a fair new demand for small 
lots, and mills report their specifications against con- 
tracts only moderate. Prices are fairly strong. 

We quote nails at $1.60 to $1.65 per keg in carload and 
larger lots to jobbers; carloads to retailers, $1. 65, f.0.b. Pitts- 


burgh, terms 60 days, or 2 per cent. off for cash in 10 days, 
freight added to point of delivery. 


BARB WIRE.—There has been a very heavy foreign 
demand for barb wire, and American mills have booked 
probably 15,000 tons in the past three weeks for ship- 
ment abroad, mostly to England. One inquiry for 3000 
tons of barb wire for shipment to France has just 
been closed up, being divided among three or four mills, 
two of which are Pittsburgh interests and took more 
than half of the order. The heavy foreign demand for 
barb wire, and also for other wire products, has in- 
creased operations among the wire mills, one maker 
stating that it has all the business on its books it can 
turn out in the next three or four weeks. The domestic 
demand for barb wire is fair, but not as heavy as it 
should be at this season of the year. Jobbers are speci- 
fying at a moderate rate against their contracts. 

We quote painted barb wire to jobbers, $1.60; galvanized, 
$2.00 in carloads to jobbers, usual terms, freight added to 


points of delivery. Jobbers charge the usual advances for 
small lots from stock. 


FENCE WIRE.—A moderate amount of new business 
in fence wire is coming to the mills for the Northwest, 
but from other sections the new demand is light. Fabri- 
cators of wire fencing are not as busy as they antici- 
pated they would be at this season, which ordinarily is 
the busiest period of the year for this trade. Prices are 
only fairly strong, and are being sustained to some ex- 
tent by the foreign demand. 

Prices in effect are as follows: Annealed fence wire in car- 


load lots to jobbers, $1.40 base; galvanized, $1.80, with the 
usual advances charged to jobbers for small lots from store. 
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IRON AND STEEL Bars.—The new demand for both 
iron and steel bars is quiet and mostly for small lots 
to meet current needs. Specifications against contracts 
have quieted down a good deal and shipments of iron 
and steel bars by the mills at present are lighter than 
for some months. The new demand for steel bars for 
reinforcing purposes is fairly active. 

We quote steel bars for delivery over remainder of the 


year at 1.15c. to 1.20c., and common iron bars at 1.15c. to 
1.20c., f.0.b. makers’ mills, Pittsburgh. 


SHEETS.—Domestic mills continue to report quite a 
heavy foreign inquiry for sheets from various countries, 
and foreign shipments are being made right along. This 
is helping out the situation to some extent and is having 
the effect of sustaining prices. It is stated that nearly 
all the sheet mills are holding No. 28 black sheets at 
2c., and No. 28 galvanized at 3c., but a few mills are 
shading these prices about $1 a ton. The range of 
prices of No. 28 black sheets is 1.95c. to 2c., and No. 28 
galvanized, 2.95c. to 3c. 

The absolute minimum of prices on No. 28 black is 1.90c., 
and on No. 28 galvanized, 2.90c., but these are exceptional, 
the general market being 1.95c. to 2c. and 2.95c. to 3c. re- 
spectively. Box annealed sheets are 1.40c. to 1.45c., some 
mills hoiding for the higher price. We quote No. 28 black 
plate, tin mill sizes, H. R. and A., at 1.95c. to 2c.; Nos. 29 
and 30, 2c. to 2.05c. The above prices are for carload and 


larger lots, f.o.b. Pittsburgh, jobbers charging the usual ad- 
vances for small lots from store. 


Blue Annealed Sheets 


Cents per Ib. 
a TOS rs a oe lis a ene ee area tee 1.40 to 1.45 
i le ee a ek sew das nee 1.45 to 1.50 
ee: i oe So ec antebdt eee beeeur 1.50 to 1.55 
Nn. UR, MO ee a we we we hn wa eh 1.60 to 1.65 
eee 2 GE. BG é 60 e-S0idw cu can 66iee Wane * 1.70 to 1.75 

Box Annealed Sheets, Cold Rolled 

Cents per Ib. 
ee ee ne a Tb ee ae eae 1.60 to 1.65 
ON ee ae ae 1.60 to 1.65 
ns Cb oho 606d Foe kwa 1.65 to 1.70 
itd tle a de ae 6 ow Rien 1.70 to 1.75 
ne es a os ees gee awh eeas ewes 1.75 to 1.80 
I: ee ES nts ig ob bie eee eeeeasets 1.80 to 1.85 
/ ek re Sere oe on ree 1.85 to 1.90 
oe sn akc se bb aeeestkbebees ee Uriee 1.90 to 1.95 
RT i es oe oe ee ea ee oe 1.95 to 2.00 
TT ln ois 2 ee oe bie Bain Ae Oke ed 2.00 to 2.05 
Be TE” kn 5.6 6s KE REEER Reed OA eee 2.10 to 2.15 

Galvanized Sheets of Black Sheet Gauge 

Cents per Ib. 
te | SE EB os. ks 645 bk See kee ae 1.95 to 2.00 
Bs of eee bees 6s ccbweveeeten 2.05 to 2.10 
nn, RO I oo 2.05 to 2.10 
Ses Be GE BO ss ce ecccécvésbesrvewve 2.20 to 2.25 
SS en Oe Se ky 66-0 bb 006d ae dee 2:35 to 2.40 
edie bb ena ts eee was 2.50 to 2.55 
ee ee MN ac sot edd évececesne eae 2.65 to 2.70 
NR SU is kis gs nw eb dc ARR ee be CéeR eae eee 2.80 to 2.85 
MEE i 6 6 6 0 dn ae 6b b6Os wha Obed hen weed 2.95 to 3.00 
Bsc 6 babe oe Sie eons bees ewveteeatenen 3.10 to 3.15 
Be Os 6 paw de C&ha Cet bi Ave owe Make 3.25 to 3.30 


CORRUGATED ROOFING SHEETS BY WEIGHT 
Gauges, cents per Ib. 


Painting: 29 25 to 28 19 to 24 12to18 
Regular, or Oiling .......+ .--. 0.15 0.10 0.05 
Graphite, regular ......... .... 0.25 0.15 0.10 

Forming: 


2, 2%, 3 and 5 in. corru- 
aS Sa ee 0.05 0.05 0.05 0.05 

2, Verknaaa without sticks 0.05 0.05 0.05 ay 

5% to 1% in. corrugated... 0.10 0.10 0.10 

3, V-crimped without sticks 0.10 0.10 0.10 

Pr . Standard seam, 


ae 0.15 0.15 
Plain roll resting, W with or 

without cleats .......... 0.15 0.15 0.15 
BIES OR: CHUMIOE «boc c esc 0.20 0.20 0.20 
Weatherboard siding ..... .... 0.25 0.25 
Dc cacaips ive & 0086 0.25 0.25 
Rock face brick and stone 

GE: 6 pace ediakwelete * eee 4 0.25 0.25 
Roll ana cap roofing, with 

caps and cleats ........ 0.25 0.25 
Roofing valley, 12 in., and 

WL oben adesisebn cae 0.25 0.25 
Ridge roll and flashing 

(plain or corrugated)... .... 0.65 0.65 0.65 


STANDARD Pipe.—There is no increase in demand for 
tubular goods, new business in standard iron and steel 
pipe being lighter than for many months. There is 
nothing whatever doing in casing or other oil well sup- 
plies, as drilling has been very largely shut off for sev- 
eral months. In spite of the small amount of new busi- 
ness being placed in both iron and steel pipe, it is stated 
that discounts are being quite well maintained. 

WrRouGHT Pire.—The following are the jobbers’ car- 
load discounts on the Pittsburgh basing card on steel 
pipe in effect from April 20, 1914, and iron pipe from 
June 2, 1913, all full weight: 
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G3 
Butt Weld 
eel 
Inches Black Galv. Inches ~ Winck Galv. 
%, %& and *% 73 52 ee eS ae 66 47 
4 65 0 6S Rae 66 ES ese 46 
a: OP Sivevsbess 80 Tee ee CES be be es oe 6 69 56 
i . Spare 72 61 
Lap Weld 

ct hk oe dae eee 77 68% i a ae ce 45 
i i Se eee 79 790 BOR Gicssareoees 67 56 
BR) yee 76 65 tn tine ts a a al ot abel 68 58 
Bae cakes bcs 53 2 i Oo esse 70 61 
4 Oe Oe ic ke’ o 70 61 
Coe Be skses ss 68 55 
Reamed and Drifted 
: to 3, butt..... 78 691% 1 to 1%, butt.. 70 59 
BR 4s 6% bs oS 75 661% J eoeoseeus 70 59 
4 to 6, lap.. 77 681% eS aaa ee 54 43 
Bae Oe xb os 66 a.0 65 54 
Dp 63-0aw ae We 66 56 
2% to 4, lap.. 68 59 

Butt Weld, extra strong, plain onde. 
%, %& and cx oo SE ire 63 52 
¢ segues sare z if: a LSE, bewkate 67 = 

St ee i rer 
ae Be oh ccc oc 78 #«71 gh. Shee 72 63 

Lap Weld, extra strong, plain ends 
isbn tec waa 74 65 Oe ecu ka cera 65 59 
cf eS eer 76 67 Rte a ees 66 58 
an ae ek bene t 75. 66 2 ae erere 70 61 
7 Oe Ee capekde es 68 57 a aaa tes 69 60 
a Ee, ews eon 63 52% kk 2 wee Cray 63 53 
SO Be vs sens os 58 47 

Butt Weld, esa ee strong, plain ends 
» divide wate Oe Oe FEA. Binn cc wkend cde 57 49 
% tO 19% .vescds 66 Baie |Z ot Sener 60 52 
_ | Spe 68 61% .|.2 and 2%....... 62 54 
Lap wae double extra strong, plain ends 

ENE ISIE Ora eee 57 I eg SO, 49 
Bae OR Boia wanes « 66 59 6 eee ee 0 54 
an Oe Bedewe bse 65 58 th ee PP 59 53 
TOO SB vicenvness 58 47 | SUPA <6 even can 52 ' 42 


To the large jobbing trade an additional 5 and 2% per 
cent. is allowed over the above discounts. 

e above discounts are subject to the usual variation in 
wolant of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


BoILER TuBES.—Discounts to jobbers, in carloads, in 
effect from May 1, 1914, on steel and from January 2, 
1914, on iron, are as follows: 





Lap = Steel Standard Charcoal Iron 

1 BS eee re ee BE. Sees errs Speen 45 
2 ih a ate a'0.0e os 068 59 et Fs epee 49 
373 and 2% im.......... 65 2 Ml + wah Coke 6 eae eee 45 

ie ft ty are (ee: 2S Sree 54 
ane Gee Bs « 0.008% 000 72 if" fee 57 
yo ¢ EAA eee 65 | 3% to 4% in........... 60 
Se ilicnin o> b.0'o a Xe 6 ee SF Ree ay eee 49 


Locomotive and steamship special charcoal grades bring 
higher prices. 

2 in. and smaller, over 18 ft., 10 per cent. net extra. 

2% in. and larger, over 22 ft., 10 per cent. net extra. 

Less than carloads will be sold at the delivered discounts 
for carloads, lowered by two points for lengths 22 ft. and 
under to destinations east uf the Mississippi River; lengths 
over 22 ft., and all shipments going west of the Mississippi 
River, must be sold f.o.b. mill at Pittsburgh basing discount, 
lowered by two points. On standard charcoal iron tubes ror 
desirable orders the above discounts are shaded an extra 5, 
and occasionally two 5’s by some makers. 


Hardware Age 


TIN Puate.—Reports are that American mills have 
captured a foreign order for rebate tin plate amounting 
to 750,000 boxes for shipment to England. The Euro- 
pean war has resulted in a heavy demand for canned 
meats to feed the soldiers, and a good part of the 
bright tin plate for packing meats will come from 
American mills. Several large makers of tin plate re- 
port quite a number of new orders for bright plate for 
making meat cans, and this is prolonging the tin plate 
season later this year than usual. A number of leading 
makers state they expect business in tin plate to hold 
up pretty well until about November 15. As yet nothing 
has been done on contracts for tin plate for next year, 
but it is probable a start will be made in this some 
time in November. At present tin plate mills are oper- 
ating to between 60 and 75 per cent. of capacity. 


We quote 100 lb. 14 x 20 coke plates at $3.40 to $3.50, and 
100-lb. ternes at $3.30 to $3.40 per base box, f.o.b. maker’s 
mill. 


Nuts, BOLTS AND RIVETS.—Two or three leading mak- 
ers of nuts and bolts are reported to have fairly heavy 
stocks which they are anxious to move and turn into 
money, and are shading prices to obtain orders. This 
is unsettling the market to some extent, but none of the 
makers of nuts and bolts is running to more than 50 
per cent. of capacity, if that much. Specifications 
against contracts placed late in June and early in July 
for delivery over remainder of the year are only fair. 
Prices on rivets are weaker and are now being sold as 
low as 1.45c. for structural rivets, and 1.55c..on boiler 
rivets for desirable orders. 


We auote button-head structural rivets in carload lots 
at 1.55c., and in small lots at 1.65c.; cone-head boiler rivets, 
1.65c. in carloads lots and 1.70c. in small lots, with terms 30 
days net, 2 per cent: fcr cash in 10 days. Discounts on nuts 
and bolts are as follows in lots of 300 Ib. or over, delivered 
within a 20c. freight radius of maker’s works: 


COOGGre GN I BOPOWE. 2 oc cess ceccecsce 80 and 5% off 
Small carriage bolts, cut threads............ 80% off 
Small carriage bolts, rolled threads....80 and 5% off 
Rae. Gere. WEEE. «a6 4-6 co cen eete owe 5 and 5% off 
Small machine bolts, cut threads...... 80 and 5% off 
Small machine bolts, rolled threads...80 and 10% off 
Large machine bolts ................ 75 and 10% off 
Machine bolts, c.p.c. & t nuts, small........ 80% off 
Machine bolts, c.p.c. & t nuts, large....75 and 5% off 
Square h.p. nuts, blank and tapped...... $6.30 off list 
nr ED. S56 ake atdic weit ¥ 6 v.06 w% oe as $7.20 off list 
C.P.C. and r. sq. nuts, —— and tapped. $6.00 off list 
Hexagon nuts, 5% and larger........... $7.20 off list 
Hexagon nuts, smaller than % in...... $7.80 off list 
Crs. eee ORO ED nae dk cc ccd cwiccs $5.50 off list 
05 A ee a $5.90 off list 


Semi-fin. hex. nuts, in. or under. “85, 10& ear off 
Semi-fin. hex. nuts, in. and larger... .85 & 5% off 
Rivets, 7/16 x 61%, smaller & shorter. 80, 10 & 5% off 


Rivets, tin plated, packages....... 80, 10 and 5% off 
Rivets, metallic tinned, packages. . 80, 10 and 5% off 
Standard cap screws ............ 70, 10 and 10% off 
Standard set-screws ............. 75, 10 and 10% off 
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OFFICE UF HARDWARE AGE, 
Chicago, Ill., October 19, 1914. 


YP lnernie the past week prices on screen wire and 
poultry netting have been given to the wholesale 
trade, and these interests are preparing their sales cam- 
paigns for spring delivery. Principal orders taken to 
date have been left open as to price, though some busi- 
ness has been definitely closed on a basis of $1.10 for 
black wire, the price that prevailed, nominally, last 
year. Present indications point to rather lower quota- 
tions than this figure, and when traveling men have 
definite prices placed in their hands it will not be a 
matter of surprise if business is taken on a basis of 
$1.95, or in event of a continuance of poor business, at 
a lower figure. 

At present very little buying is apparent in these 
lines, and this is true of practically seta a for 
spring delivery. 

Orders for prompt shipment show no improvement. 
Dealers are buying from hand to mouth and paying 
less attention to complete stocks of holiday goods than 


a eer eeA So ema 


usual. It seems that the merchants are caught between 
the farmer on one hand and the bankers on the other. 
Reports indicate that farmers are holding their crops 
as much as possible in hopes of obtaining still higher 
prices. For the most part their credit is not seriously 
affected since the merchant feels sure of getting his 
money later, but at the present the retailer is holding 
that part of the bag not held by the wholesalers. The 
banking situation shows some features of improvement. 
The nominal rate of interest in Chicago is 7 per cent 
and this is generally supposed to be upheld, though 
from time to time instances are related where money is 
secured at lower rates. Information from the country 
is to the effect that bankers are more lenient than in 
the cities. It is known that money has been secured 
at prices as low us 5 per cent. With existing condi- 
tions, however, it is hard to make any loans, and mer- 
chants are not meeting their obligations promptly. 
Department stores in Chicago are already making 
window displays of toys, and other efforts they are 
making to secure holiday trade point more to an at- 
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tempt to force such business than to aid a “Shop Early” 
movement. 


WIRE NAILS.—Orders have shown a slight falling off 
during the past week, compared with previous records. 
Some rumors are current of prices being shaded, but 
not to sufficient extent to affect present quotations. We 
quote wire nails f.o.b. Chicago: 


Corie: Gp SOMOS «0.6.0 oe Wc ies cows te wires $1.78 base 
Case BO TOGRTIOOR. oo 6 cs ce bn eo eeteeneda’ 1.83 base 
Less than carloads to retailers........... 1.93 base 


STAPLES.—We quote, f.o.b. Chicago: Staples, bright, 
same price as nails. Staples, galvanized, an advance of 
40c. 


BARB WIRE.—There are repeated rumors of heavy 
sales of this product for export, though in many cases 
no confirmation can be obtained. Export business on all 
wire products shows an increase but hardly to the ex- 
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tent that has been reported. Local demand is compara- 
tively quiet. We quote barb wire f.o.b. Chicago: 


Carloads to jobbers painted.............. $1.78 base 
Carloads to jobbers, galvanized........... 2.18 base 
Carloads to retailers, painted............ 1.83 base 
Carloads to retailers, galvanized.......... 2.23 base 


An additional advance of 10c. for less than carloads. 

WIRE FENCING.—Business in this product is holding 
up remarkably well compared with other lines. We 
quote f.o.b. Chicago: 


Carloads to jobbers, annealed................ $1.58 
Carloads to jobbers, galvanized............... 1.98 
Carloads to retailers, annealed............... 1.63 


Carloads to retailers, galvanized.............. 2.03 
An additional advance of 10c. for less than carloads. 


LINSEED OIL.—We quote, f.o.b. Chicago, strictly pure, 
old process oil: 


Ce ne tea bee eek ereadeen aoe 42e. 
Cen SE Go's’ cawedd oda beees 066 0 68 ew oun 43c. 
we BT DT SF Pe eer roe 44c., 
5 Of WITS DART. Otel so é.c ceed cee we tote cee ae 45c. 
Laan tham. 6 Dearrees. TOW scone cc cece vives eeecevcws 46c. 
Laas thew. § . barre mee. << ces ec tac cadecd ens 47c. 
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Office of HARDWARE AGE, 
New York, October 19, 1914. 


OMESTIC and foreign business still awaits op- 
portunity and a better comprehension of the 
world wide disturbances which have so disarranged 
trade since August 1. Manufacturers, jobbers and re- 
tailers have had a period of diminished output and dis- 
tribution because of a partial paralysis of transporta- 
tion facilities on land and sea, high rates of exchange 
and maritime insurance and interruptions in the receipt 
of various classes of raw or semi-finished materials 
necessary in manufacture. 

Economists say that because of prevailing conditions 
about 60 per cent. of our products have been adversely 
affected, and that 40 per cent. show increases. Owing 
to resumptions in the traffic situation and betterments 
in financial conditions, the latter proportion continues 
to show improvement because of abnormal consump- 
tion of food stuffs and many kinds of raw and manu- 
factured materials which increase our favorable trade 
balance. 

This country is being drawn on for innumerable 
kinds of supplies including harness, saddles, ammuni- 
tion, automobile trucks, wagons, clothing, blankets and 
other immediately wanted materials through a long 
list. 

This movement is already beginning to show in port 
statistics. For instance the exports from New York 
alone during four days last week were $14,375,739, 
comparing with $11,675,276 of the corresponding four 
days in the preceding week, and $10,608,756 for the 
similar period in 1913; and the gain in exports is not 
accompanied by any decline in imports. 

It is a very human trait during depressions to re- 
trench, much of which is sensible. Nevertheless there 
are exceptions which keen managers are acting on. 
The shrewd individual knows that in such times travel- 
ing salesmen, department heads and higher § officials 
intent on preparatory work have greater opportunities 
for approaching merchants, buyers and others. This 
helps to advertise and advance their interests when 
business picks up again. Naturally customers are in 
a more receptive mood to listen to and entertain propo- 
sitions to be consummated later. There is a better 
chance to learn the merits of goods which in the rush 
of trade people are often too busy to consider. 

Recently the representative of several leading east- 
ern and western manufacturers returned from a three 
weeks’ trip in the middle west from St. Louis as far 
north as Winnipeg, and does not regret either time or 
the consequent expense account. If the financial stand- 
ing permits and the customary volume of business 
justifies, it should be a good time to establish new 
connections, introduce new goods and perfect arrange- 
ments for pushing old lines. This applies to either 
domestic or foreign markets, and is especially true for 
overseas trade. 


If the contemplated trip is always expected to pay 
its way and secure plenty of orders it had best be 
postponed, but there is no such time to quote people 
and make plans as when they have an abundance of 
leisure and it is to their interest to listen. 

It undoubtedly takes courage and cash, but it is good 
business sense. On the contrary it is exceedingly poor 
judgment to assume that because of existing conditions, 
which are more or less temporary, that buyers who are 
seeking new. sources of supply must accept our terms 
and whatever we choose to offer, whether it serves 
their purposes or not. 

Bank clearances last week at the principal cities of 
the country totalled only $1,980,716,178, comparing 
with $2,899,223,595 of the corresponding week in 1913, 
a decline of 31.7 per cent. and less by 38.4 per cent. 
than in 1912 when the aggregate was $3,214,027,117. 

The decline is most apparent in New York where the 
percentages are respectively 40.4 and 48.1 per cent, 
comparing with 1913 and 1912 totals. The totals of all 
cities outside of New York were 16.2 per cent. in con- 
trast with 1913, and 19.4 per cent. below 1912 for 
corresponding periods. 


WIRE NAILsS.—There is but a very moderate volume 
of trade in wire nails, such as there is being mainly 
outside of Greater New York, but best within approxi- 
mately twenty-five miles of the metropolis. 

The stagnation in construction serves to decrease 
the demand for nails, and not much better conditions 
are expected to prevail during the balance of the year. 


Wire nails, out of store, are quoted at $1.90 per keg base. 


CuT NAILts.—There is only a light demand for cut 
nails. Some of the central Pennsylvania mills find that 
inquiries relate more to nails to be shipped West than 
to the Eastern market. There have been inquiries from 
exporters, but the orders are not being placed. As 
nails are now quoted at a little higher than in July 
last, the tendency with them is to wait. 


Cut nails, out of store, are based on $1.85 per keg. 


NAVAL StToREs.—There is still but a limited demand 
for naval stores, although the market is fairly steady. 
Such trade as there is is for immediate necessities and 
there are no signs of much activity. Manufacturers 
are cautious and will soon restrict operations. Stocks 
are light and have to be strengthened frequently, but 
it is done in a small way. Receipts in the primary 


market are light, which helps to maintain prices in this 


locality. 


Turpentine, in yard, is quoted at 48%%c. per gal. 

Rosins are very quiet, and there is little business doing. 
For common to good strained, in yard, the price ranges at 
from $3.80 to $3.90, and D. grade at $4.00 per bbl., on the 
basis of 280 lb. per bbl. 


WINDOW GLAss.—Merchants in this market are 
spending more time watching the situation than buying 
glass. The lack of building operations greatly affects 
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the demand. Some of the factories producing hand- 
made glass have added machines to their equipment and 
the managers are working out economies in an en- 
deavor to reduce the usual waste in cutting. It is also 
expected that there will be a readjustment in price as 
between the A quality glass and the cheaper grades 
of B and C. 


Prices are unchanged at 90-10 to 90-15 per cent. for single 
thick and 90-15 to 90-20 per cent. discount on double thick, 
from jobbers’ lists. 

In the best grades, A. and AA., there is a premium of 5 to 
10 per cent., because of continued scarcity. 


LINSEED O1L.—The market for flaxseed in the North- 
west has been irregular, but changes have been within 
moderate limits. The demand for oil is very light and 
much uncertainty prevails as to future prospects. 

There has been little to modify the situation in oil 
since August 1, the decline being attributed to war con- 
ditions; the smaller crop of seed would naturally other- 
wise cause higher prices. 


Linseed oil, raw, city brands, in five or more bbls. is quoted 
at 49 to 50c., and less than five bblis., 50 to 5l1lc. per gal. 

State and Western oil r oop at from 48 down to 46c. per 
al., according to seller and quantity. Round lots of car- 
oads or over have been quoted at 46c., but it could be 
shaded a cent per gal. 


RoPeE.—The trade was astonished October 13 by the 
appearance in the market of a cut of 2c. per lb. base, 
on manilla rope, making the price now for first grade to 
average grade 12c., second grade, 1lc., and hardware 
grade, 9c. per lb. base. 

There was also a reduction of ‘4c. per lb. on sisal 
rope, from the prices which have prevailed since Au- 
gust, making the first grade 8c. and the next grade 7c. 
per lb. base. There is some concession from these 
prices for both kinds of rope to the large trade. 

This cut was made by a manufacturer who believed 
that some of his competitors were cutting prices, as 
probably was true, here and there, but which it is said 
was not general. 

The situation now is that manufacturers of high 
grade manila rope are compelled to sell the manufac- 
tured article at the same price that they have con- 
tracted for raw hemp, to arrive in a month or six weeks. 


‘*The Man Behind the Counter ’”’ 


Continued from page 54 


down in the stove department knows stoves, and 
sells ’em, too. Of course, in the country town, the 
personal element cuts some figure. Certain clerks 
have their following—and a right good way it is 
to lose trade, for in such cases “personality” too 
often degenerates into overmuch familiarity. 

In the specific case you mention, aside from the 
R. S.’s blunder in using the awful phrase, “Let me 
sell,” which recalls the agony of parting with real 
money, I think Mr. Farmer would have won by 
the fifth round, anyhow, for he evidently had a cata- 
log, with the price, direct from the maker of that 
particular incubator. So, frankly, Mr. Editor, I 
think you’re placing an unjust burden on R. §&., 
when you ask to make a sale verging on the fringe 
of the impossible. 

I also think that particular R. S., and the rest 
of his ilk ought to be working for mail order houses, 
for this; everlasting hammering of mail order com- 
petitior is just what they thrive on. Every knock 
a boost, you know. 

There are responsible incubator makers, turning 
out a worthy product, whose sole outlet is through 
legitimate trade channels. Buy of them, but be 
careful not to take on a line that even looks like 
the mail order stuff, for this R. S. whom you’re 
going to place in charge of this line would then 
have to use most of his energy in convincing the 
farmer that you were the only source from which 
he could obtain this particular machine. 

Handle a good machine; don’t be scared of making 
a profit; don’t claim too much for it; demonstrate 
and advertise it—and you'll pull through with a 
few more shekels to the good. 

Yours truly, M. O. A. 
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Business Conditions in the Cana- 
dian Northwest 


Editor HARDWARE AGE: 


The business conditions here, at the present time, 
are quiet but they might be a whole lot worse, not 
because there is a scarcity of money, but because 
every one is waiting to see what the other fellow 
is going to do, and if everyone waits for the other 
to move it will retard business indefinitely. 

Many people who owe accounts have money, but 
they will not pay, and the reason, they say, is that 
they do not know what to-morrow will bring forth. 
If everyone would go along as before, and use a 
little common sense and good judgment, there would 
be no such thing as hard times and falling off of 
business. 

To give you an example of this: if an account is 
due and it is not paid it may tie up twelve or more 
accounts. If business were confined to only the two 
persons interested it would be a different thing but 
business is like an endless chain, and when one link 
breaks all the machinery stops until a new link is 
inserted or the old one repaired. 

A contractor gave a client a figure of $8900 on a 
house this spring and the client thought he would 
wait. Six months later the contractor refigured the 
job and reduced the price $900. This was accom- 
plished by reductions in building material and 
wages—-the workmen agreeing to 20 per cent. cut 
in order to get something to do—and although the 
client needed the house and will eventually build, 
and has the money to pay for the house now, he 
would not go ahead with it. There are many such 
cases. The ordinary trade has fallen off more or 
less with everyone. Those who are buying are pur- 
chasing only what they must have and are doing 
without the luxuries. There is one phase that the 
retailer, especially, will have to look out for, and 
that is to keep his creditors satisfied by paying 
them a little on account frequently, and to keep 
them informed of conditions. Be fair and above 
board and when business is brisk your credit will 
be all the better. 

The jobbers and manufacturers have done a big 
business in the West and have given to men a line 
of credit far in excess of what they should have 
given to them. When business was good the mer- 
chandise was quickly turned into cash and accounts 
were squared, but now, when times are not so good, 
the creditors should maintain confidence in their 
debtors as far as possible and carry them through 
or bear the brunt of an assignment. 

While there have been few failures up to the 
present time the next three or four months will 
be harder than those which have passed, unless the 
people who have money and need goods come for- 
ward to buy and pay. It is a fight for existence 
and will be a survival of the fittest. 

There is no reason to cry hard times, for there 
is plenty of money and good credit in this western 
country of ours, if it is used the right way. The 
writer might add that in the month of September 
we collected nearly $300 more than the total amount 
of our August accounts. Does that look as though 
there was no money in sight? 

So then let us all do our best to help the other 
fellow by buying what we need and paying for it. 

A CANADIAN RETAILER. 


THE Lisk Mra. CoMPANy, Canadaigua, N. Y., will 
enlarge its space by the erection of a building 340 x 
120, a receiving room 114 x 50, a machine shop 71 x 65 
and an annealing room 174 x 50. The additional space 
will increase the capacity of the plant 50 per cent. 
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COMBINATION FUNNELAND MEASURE 


By A. F. MUELLER 











Cy 
\ 
f\ 


2.2 22" 2.28 “S.S” SS 











. A 

















5 
4 








FIG. 6. 
















~ 
MP menenas a «— & 


FIG. 4. PATTERNS. 








Patterns for a combination funnel and measure 


a boy just at the age when he could begin to 

help around the store and shop he always had 
the misfortune to spill and waste more oil than was 
necessary. So his father designed and made the oil 
measures shown in Fig. 1, and this style of measures 
is still used in that establishment, giving entire 
satisfaction. The advantage that it has over the 
other style is the continuous lip all around the top, 
preventing the spilling of any of the contents and 
the greater capacity and head room, in the funnel 
part. The funnel is so designed that the main pieces 
are parts of a right cone and the patterns are de- 
veloped by the radial method. 

Draw two lines at right angles to each other as 
a-g and A-X in Fig. 2 and on the horizontal line, 
measuring from the intersection d’, set off the half 
diameters of the top d’-a and d’-g. The drawing 
shows that the diameter of the top is in reality the 
diameter below the wire, but as this increase is so 
slight it can be ignored in the usual flaring meas- 
ure. Through a and g draw lines that are at an 
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angle of 45 degrees to the center line A-X, inter- 
secting at A. Draw the line 3°-g” at any desired 
angle to represent the top of the lip and then will 
3°, 2”, g, a be the elevation of the lip and be a 
part of the right cone 3°, 3’, A. As the hood is 
a part of a cone of the same size it is duplicated by 
using 3° as a center and with radius to A, intersect- 
ing an arc described from d” whose radius is d”-A 
locating the point h. Draw a line from 3° to h and 
cut off as much as is desired for the hood as in this 
case the line d”-i’. 

To avoid any unnecessary labor in developing the 
pattern of the tube it must intersect or join both 
of the flaring parts alike. Extend the line between 
them, g’”-3°, indefinitely, which will be the center 
line of the right cone of which the tube is a part. 
Construct the outline of the tube of the desired size 
and length and continue the outlines until they in- 
tersect as at B. At the small end describe a semi- 
profile of that end which space into a number of 
equal spaces and from the points draw lines to the 
end, that are parallel with the center line. From B 
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draw lines through the points on the end, that rep- 
resents the lower half of the tube, as 3, 4 and 5, to 
intersect the outline 3°-A of the cone. As the cone 
is a circular object, the intersection between it and 
the tube must be developed. 

In Fig. 3 draw a horizontal line to represent the 
center line of the tube which is also the plan of the 
line B-d” in the elevation. Describe the semiprofile 
from some point on this line and space the same 
as the profile E, projecting the points, parallel with 
the center line, to lines of the same numbers 
vertically drawn from the points on the end of the 
tube locating 3, 4, 5 in the plan. From the points 
8°, 4° and 5 in Fig. 2, draw vertical lines to the 
center line B’-A’. With the apex A’ as center and 
radii to the intersections 3°, 4° and 5 describe in- 
definite arcs. From B’ draw lines through the 
points 3, 4, and 5 intersecting arcs described from 
the same numbered points on the center line locating 
the points 3”, 4”, 5, and these points will be miter 
line points between the lower part of the tube and 
the lip, in plan. Vertically projecting these points 
to lines of corresponding numbers in the tube in 
elevation will locate the miter points in the eleva- 
tion as 3”, 4”, 5, and projecting these points at 
right angles to the center line of the cone, A-d”, 
to the outline 3°-A will give the true length that 
each point is from the apex A. 

With d’ as center and radius to a, describe the 
half circle a, d, g, which will be the half profile of 
the section on a-g, and space the same into a num- 
ber of equal spaces, and from the points draw lines 
to a-g. Through these points, on a-g, draw lines 
from the apex A intersecting the top of the lip. The 
point A is the apex and the same point lettered d 
is a point on the semi-circle. These lines are all 
foreshortened and their true lengths are found by 
drawing lines, at right angles to the center line of 
the cone, to one of the outlines as from ¢g”” to 3”. 
As A-d” is the true length of A-d”, A-e” is the 
true length of A-e”, etc. 

In Fig. 4 draw a line as A-5° and from-some point 
on this line, and radius A-g in Fig. 2, describe an 
indefinite arc. Measuring from and on each side of 
a, set off on the arc the spaces in the semiprofile in 
the elevation as a-b, b-c, a-b”, b”-c”, etc., and from 
A draw indefinite lines through these points. Make 
each of these lines in length equal to similar lettered 
lines or lengths on the outline A-3” in Fig. 2. Con- 
necting the ends of the lines will produce the net 
pattern for the lip. 

As the lip intersects half of the end of the tube 
it must contain an opening. From A’ draw lines 
through the miter points in the plan intersecting 
the largest arc and this arc represents a part of 
the base of the cone in plan and the lines represent 
plans of the elements on which the miter points are 
located. The spaces on the arc are the true distances 
that the elements are apart. Therefore on each 
side of 5° in Fig. 4 place the spaces as 5°-4"*,. 4*-3”, 
and from these points draw lines to the apex A. 

As the true distances that the points on the miter 
line are from the apex have been found (A-5, A-4°, 
A-3° in Fig. 2) these lengths are transferred to 
lines of the same numbers. As A-5 is transferred 
to the line A-5°, A-4° to the line A-4*, etc. Connect- 
ing these points will produce the net shape of the 
opening as 3”, 5, 3”. 

The hood being a part of the same sized cone and 
to save time and material, it is developed on the 
pattern for the lip. With d” as center and any 
radius, describe an arc. With the intersection at 
m as a center and radius to j transfer this distance 
to the arc as at n, through which draw a line inter- 
secting the outline at i. And then will d’”-i be a 
similar cut across the cone as d”-i’. Perpendicu- 
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larly to the center line project the intersections of 
the elements and the cut, to one of the outlines as 
o, r and i, and the distances that these points are 
from the apex will be true distances. Transfer 
these lengths to lines of the same letters, measuring 
from A in Fig. 4, as 0, r, i, 0”, etc. Connect these 
points and then will d*, i, dv, 3”, 5, 3” be the net 
pattern for the hood. 

The seam between the lip and the hood can be a 
lapped soldered seam as at G or a pinned seam as 
at H. I is a section showing the joint between the 
tube and funnel and J a section of the hem at i’, 
this edge often being wired. In Fig. 6 g shows the 
section between the lip and: measure which can also 
be made as at g’ or at L. 

Fig. 5 shows the pattern for the tube and it is 
developed in the same way as described above for 
the lip. The radial method always being the same. 


European War Furnishes Idea for 
Window Display 


POMEROY, WASH. 
HARDWARE AGE: 
Gentlemen: 
I am enclosing a photograph of a window dis- 
play which I recently had in my window. 
The occasion was the war in Europe, and in the 





é - t 
i se 


| ii \/jan Fares 
3 ad 1 

i EN ee sina ciafy WY ig 
ZONE 5 ROW 





Bein 











Window display with war map for a background 


background was a large map of Europe showing the 
war strength of the different armies engaged, and 
in the foreground was a battleship over which hov- 
ered an airship. 

The battleship was built up as follows: 

The body was two 614-foot cross-cut saws. Two 
Bristol steel fishing rods formed the masts with a 
fish-line drawn over them. The two turrets were 
Wizzard mop cans from which were spigots form- — 
ing the fore and aft turret guns, the small guns 
were cans of household lubricant; the main deck was 
a paxon roaster with 1-inch street ells for funnels, 
and a bread-pan inverted formed the bridge and 
21% joints of 4-inch stove pipe formed the smoke 
stack. 

The airship was a square cake tin inverted with 
a bread tin for the car, and the dasher of a Daisy 
churn-formed the propeller with 2 soup strainers 
and a King fly swatter for planes. 

The display was built by my son, R. J. Stevenson, 
and has proved to be a good attraction and one that 
can be produced from most any small stock. 

Respectfully, 
J. R. STEVENSON. 
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Is your stock of Storm Sash Hangers ready for the coming season? 


Out of the Many Choose the Best 
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eerless Hangers and Fasteners 


(Schroeder’s Patent) 
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have many advantages over other styles. 
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bers can hang and remove your storm sash more easily and quickly with these 

hangers than ariy other.on the market. No tools needed. The storm window 
can be swung partly out for ventilation when needed and for washing windows. 
When closed and fastened they cannot be lifted nor blown off. Absolutely no rattling. 
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No. 1719 OPEN 


The Peerless Hanger 


Ask for Stanley’s No. 1717 


No. 1717 FULL SIZE 
! 4 (__) STANLEY WORKS 
No. 1719 FULL SIZE (® 
“PEERLESS” FASTENER, 5 and 10 inches long. 


For locking and holding storm-sash open for ventilation. 
The 5-inch is for windows 4 feet high and smaller ; 
the 10-inch is for windows over 4 ft. 





























See our Box Strapping advertisement on page 97, 
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ae ) le ae E Write us for supply of Advertising Matter. 
Ms also Front Cover Advertisement. 
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The Stanley Works. 


New Britain, Conn. 
New York Chicago 
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Extension Ice 
Skate 


The Thos. Conron Hardware Com- 
pany, Danville, Ill., is marketing the 
“Conron” extension ice skates, which 


“Conron” 

















“Conron” extension ice skate 


are herewith illustrated. These skates 
are adjustable to any size, being made 
rigid by cut-threaded bolts. The com- 
pany states that the runners are ex- 
tremely hard and tough, as they are 
made with hand-tempered edges, and 
backs soft and tough to prevent break- 
ing. 

The sole plate supports clamp the 
runner like the jaws of a vise. The 
inverted necks in these supports, 
through which the bolts pass, clutch 
the upper edge of the runner, making 
the skate rigid. The cut-threaded 
bolts are wedged tightly in their open- 
ings and cannot turn. 

The heel of the “Conron” skate is 
stationary. The narrow hockey-shaped 
runner is 13% inches long. A narrow 
and wide outside sole plate-clamp ac- 
commodates shoes of all widths. The 
“Conron” skates are made this season 
in the hockey style only. They are 
nickel plated and each pair is packed 
in a separate carton. 


“Filshie” Lead Headed Roof 
Fastener 


Alexander Filshie, 5606 State street, 
Chicago, Ill., is manufacturing the 


. “Filshie” lead headed roof fastener, 


which is shown in the accompanying 
illustration. The manufacturer states 
that these roof fasteners will thor- 
oughly protect holes made in corru- 

















“Filshie”’ lead headed roof fastener 


gated iron, and that their use will in- 
sure an absolutely water-tight build- 
ing. 


The “Filshie”’ roof fastener is 


claimed to be non-rustable, and it is 


stated that this fastener will prevent 
moisture from getting into contact 


with the hole in the iron where it is 
fastened. 


“Columbia” Panic-Exit Bolt 


The Russell & Erwin Mfg. Com- 
pany, New Britain, Conn., has 
brought out a new device which it 
styles the “Columbia” gravity-locking 
panic-exit bolt. This bolt is operated 
by exerting pressure on the horizon- 
tal bar, which raises the bolt to a 
position where it is automatically held 

















A “Columbia” panic-exit bolt, attached to 
a door 


suspended by the gravity dog, thus 
releasing the bolt head from engage- 
ment with the strike, and allowing 
the door to open. The bolt is held 
in a retracted position until, at the 
point of closing, the gravity dog is 
thrown off by contact with a lug on 
the strike,, thus allowing the head 
to fall by force of gravity, in en- 
gagement with the strike. 

The company states that bolts No. 
6087 are carried in stock for doors 
8 feet 6 inches high and 3 feet wide. 
These can be fitted to smaller doors 
by cutting off the upper rod and bar. 

The rods in the “Columbia” bolts 
are % of an inch in diameter, and the 
bars are ‘%-inch seamless _ steel 
tubing. The other parts of these 
bolts are of malleable iron. The base 
measures 2% inches, and the standard 
hight of the bar from the floor is 38 
inches. 


The Sandpaper 


The Sandpaper is the title of a 
monthly magazine published by the 
Mendell Hardware Company, Bartles- 
ville, Okla. The October number of 
The Sandpaper contains many amus- 
ing and helpful articles, some of which 
are: “Sandy’s Philosophy,’ “Men- 


dell’s Monthly Message,” “Leavings 
from a Mental Note Book,” etc. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


“Johnson’s Bibb Seat 
Dresser 
William Johnson, Hedenberg Works, 
Newark, N. J., is placing on the mar- 


ket the “Johnson” improved double 
cone bibb seat dresser. This new tool 

















“Johnson” bibb seat dresser 


is designed for reseating bibbs, basin 
cocks, compression valves, etc. It can 
be used on fittings where the threads 
are inside as well as outside. 

The thread will fit any basin cock 
or compression valve, as its range is 
from % in. to 1% inches. Four well 
hardened cuts are furnished with each 
dresser, %-inch, %-inch, %-inch and 
%-inch. This tool is substantially 
made and is well finished. 


The Segal Lock 


The Burglar Proof Lock Company, 

- ow, New York City, is 
placing on the market the “Segal” 
lock, which is stated by the company 
to be burglar-proof. This lock is made 
of solid bronze. It is equipped with 
a ball-bearing cylinder and three keys. 
The company states that the “Segal” 
is easily installed and fits all doors, 
either sliding or swinging. 

In the “Segal” lock, the bolts move 
into their sockets with a vertical ac- 
tion. Thus the force exerted by a 
burglar’s tool on the lock goes with 
the lock rather than against it. The 
greater force that is exerted against 
it, the stronger the hold becomes. 
When locked, the bolts are concealed 

















“Segal’ burglar-proof lock 


in casings, and are out of sight and 
reach of any instrument. The com- 
pany claims that this makes_ the 
“Segal” jimmy-proof. This lock has 
double bolts and sockets, thus offer- 
ing double resistance. 
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HE way to appeal 
to the real man is 
through his children 











And there is no hap- 
pier time in each childish 
year than the winter with 
its sledding, coasting and 
other winter sports. 


ne BEI So the children will 
Cre derive the greatest en- 
joyment, see that they 


R-W 
Folding Sleds 


They fold up for carrying; 
the round steel runners give 
them speed; they _ steer 
easily; cost little and are 
very durable. 


Build for the future — 
make fast friends of the 
children. 
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“Massillon” Aluminum Ware 


The Massillon Aluminum Company, 
Massillon, Ohio, is manufacturing the 
“Massillon” aluminum cooking uten- 
sils with attachable hds. By referring 
to the illustration shown here it will 
be seen that Figure 1 illustrates a 
“Massillon” utensil with the attach- 
able lid in place. Figure 2 shows the 
lid removed for convenience in cleans- 
ing. Figure 3 shows the lid in a ver- 
tical position for the examination or 
removal of food. Figure 4 shows the 
utensil with lid attached, hung up. 
There is no likelihood of mislaying the 
lid. The proper size lid is always with 
the utensil, which avoids delay in look- 
ing for a lid to fit it. Figure 5 shows 
the attachable lid slid a short distance 
along the handle, so as to form a vent 


for the escape of steam. All the heat. 


‘is retained in the utensil without any 
possibility of its contents boiling over. 
This illustration also shows another 
method of removing lid to examine or 
remove the food. Figure 6 shows the 
advantage of this utensil for draining 
water from the food without danger 
of burning the fingers. 


“Royal” Electric and “Ideal” 
Bench Washers 


Haag Brothers Company, 812 Com- 
mercial street, Peoria, Ill., is market- 
ing «the “Royal” electric and “Ideal” 
bench washers, which are shown in 
the accompanying illustration. The 

















“Ideal” bench washer and “Royal” electric 
washer 


“Royal” electric washer is stated by 
the company to be an inverted drive 
machine, having the agitator, or dolly, 
placed so that it comes up through 
the bottom of the tub instead of on the 
lid. All of the mechanism is located 
underneath the tub. The company 
states that there is no danger of get- 
ting caught in gears, as these are pro- 
tected by guards, making the “Royal” 
safe. 
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“Massillon” cooking utensils with attachable lids 


This washer can be raised or low- 
ered, according to the hight of the 
stationary tub or wash-bench, so that 
the wringer is always close to the 
tubs. This change is quickly made. 
The “Royal” has a revolving wringer 
that can be locked at any position, 
according to the size of the tubs. It 
is only necessary to move the wringer 
to the desired position and lock it 
there. The wringer has a wide, re- 
versible drain-board, and it wrings in 
either direction into and out of four 
tubs. 

By raising or lowering a conveni- 
ently placed lever the machine may 
be thrown in or out of gear. The lid 
can be raised at any time. A safety 
lever is placed on the wringer, so that 
it can be stopped or reversed in- 
stantly. 

The “Ideal” bench washer may be 
operated either by an electric motor, 
a gasoline engine or by hand. A 
wooden handle is part of the regular 
equipment, so that in the event of an 
accident occurring to the gasoline en- 
gine or electric motor the washer is 
still available for use. The “Ideal” 
is regulation dolly or peg type ma- 
chine. The tub is made from South- 
ern cypress and the platform is of 
steel. The company states that this 
platform will not. warp, buckle or 
check. The same piece of angle steel 
used on the top length of the frame 
also forms the leg. The extension 
platform on the side will fold up out 
of the way. The only wood used on 
the frame is the wooden platform on 
which the rinse tubs are placed. This 
is removable, giving easy access to the 
gears under the frame for oiling. 


“Royal Rochester” Chafing 
Dishes 


Two of the newer chafing dishes re- 
cently put on the market by the Roch- 
ester Stamping Company, Rochester, 
N. Y., and 200 Fifth avenue, New 
York, are Nos. 848 and 843. The No. 
848 is a stove chafer, combining both 
an alcohol stove with a regulator wick 
lamp and chafing dish, so that the in- 
dividual may use either the chafing 
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dish proper or various other kinds of 
cooking utensils, if desired, as, for in- 
stance, a _percolator, cooking pot, 
water boiler, etc. 

This model, while appearing com- 
paratively small and dainty, still has 
the full three-pint chafing dish capac- 
ity. It is made in both French copper 
and nickel plated finishes. 

The No. 843 is furnished in a com- 
bination of bright copper and brass 
and in the nickel plated finish. The 
design is new, differing from the ordi- 
































“Royal Rochester” chafer, No. 843 


nary type of chafing dishes, and is 
equipped with a regulator alcohol wick 
lamp. Mahogany handles add greatly 
to the appearance of this dish. Both 
of these designs are made up accord- 
ing to the “Rochester” standard of 
high quality in material, design and 
workmanship, and are of three-pint 
capacity. 
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New “Pearson” Shingle 
Nailer 

The Pearson Mfg. Company, 


Robbinsdale, Minn., is now offering 
its “Pearson” shingle nailer in such a 
size and weight as to. render it even 
more convenient than ever before. It 
is now made so small and light that 
it may be readily carried in the coat 
pocket, as the accompanying illustra- 
tion shows. The shape of the nailer 
is such as to be always practical for 
any pitch of roof or level surface 
where a 3d nail is used. 

The company states that experi- 
ence has proven that the “Pearson” 
shingle nailer is used to great advan- 
tage in re-nailing old shingle roofs, 
for, by putting in a few shingles here 
and there, old roofs may be made to 
last for many years. 


“Diamond Edge Phantom 
Bevel” Axe 


The Shapleigh Hardware Com- 
pany, St. Louis, Mo., has lately added 
to its line of single and double bit 
axes the new “Diamond Edge Phan- 
tom Bevel” axe, which is manufac- 
tured in both the Michigan and Cali- 
fornia patterns. 

The company states that the 
“Phantom Bevel” style has been car- 
ried for some time in the single and 
double bit Western patterns, but the 
demand for the Michigan and the 
California patterns has caused it to 
add this new line of “Phantom Bevel” 
axes. All “Diamond Edge” axes are 
stated to be tempered by an improved 
process, and carefully tested before 
leaving the factory, thus ensuring a 
uniform temper. The bits are made 
of high grade crucible steel, and the 
eyes, which are punched from solid 
steel, will not stretch or break. 

All “Diamond Edge” axes are 
handled in the company’s electrically 
equipped axe handling department, 
and are fastened with the “Diamond 

















“Diamond Edge Phantom Bevel’ axe 


Edge” patent locking wedge, which 
the company claims will prevent the 
axe from slipping off the handle. 
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“Master” slide rule in position for taking inside measurement 


“Myers” Exhibition Pump 
Rack 


F. E. Myers & Bro., Ashland, Ohio, 
is supplying to the trade the “Myers” 
exhibition pump rack, which is shown 

















The “Myers” exhibition pump rack 


in the accompanying illustration. This 
rack is intended for use in displaying 
pumps in a dealer’s store. It is built 
with a strong pedestal, and is fitted 
with a circular, revolving top to which 
pumps can be attached. This enables 
the salesman to show or explain the 
operation of any particular pump 
without the necessity of going into 
the warehouse to get one out of stock. 
Any pump on the rack can be dis- 
played by the salesman without his 
taking a step, as the upper part of 
the rack revolves in either direction. 
The pumps are securely clamped to 
the revolving part of the rack, thus 
doing away with the likelihood of their 
being damaged. The rack is arranged 
not only for the exhibition of eight 
large set length pumps, but also for 
showing house pumps, cylinders, etc. 
As the object of the company in sup- 
plying this rack is to enable the dealer 
to exhibit his pumps to the best pos- 
sible advantage, these racks are fur- 
nished at cost, as an assistance to the 
dealer in selling “Myers” pumps. 


“Master” Slide Rule 


The Dahl Mfg. Company, 51 East 
Forty-second street, New York City, 
has lately placed on the market the 
“Master” slide rule. The illustration 
shows a “Master” slide rule in posi- 
tion for taking inside measurement. 

This rule is made from selected 
boxwood, finished with waterproof. 
lacquer, and trimmed with solid 
brass, thus making it rustproof. It 
is made in lengths of from 2 to 8 feet. 
When this rule is closed all the slides 
are locked together with the inter- 
locking device, except the first slide, 
which, when pulled out, releases the 
second slide, the second slide releas- 
ing the third, etc. The slides cannot 
be extended or closed except in con- 
secutive order. When the rule is 
fully extended it is held rigid in every 
joint by a dead lock. 

The “Master” slide rule is stated 
by the company to be particularly 
adaptable for use in taking inside 
measurements of doors, windows, 
boilers, furnaces, etc. It provides ac- 
curate adjustment, insures correct 
measuring and may be easily carried. 


Sink Protecting 
Dish Pan 


Ammidon & Company, 31 South 
Frederick street, Baltimore, Md., are 
marketing the “Amico” sink protect- 
ing dish pan, which they state will 
answer the purpose of a dish pan, a 
dish strainer and a sink strainer. The 
“Amico” is made with rubber legs to 
prevent its scratching or marring 
porcelain. There is an outlet in the 
center of the pan, and under this out- 
let is a small strainer drawer, which 
is made of galvanized mesh. This 
drawer will catch all heavy greases 


“Amico” 

















“Amico” sink protecting dish pan 


and refuse from the dish water, and it 
slides out, enabling one to clean it as 
often as necessary. 

The. company states that the 
“Amico” dish pan is made from cop- 
per bearing tin plate, and that the 
trimmings of the pan are made from 
tin. 
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“Safety First—and Last’ 











Easte 


are safe and sane— 


First— 

Associated with us are men who have spent years 
‘behind the Counter’’ in retail hardware stores. Their 
wide experience coupled with an abundant supply of 
common sense, assures the purchaser of our productions 
that Warren Fixtures are correctly designed. 


There can be no guesswork in our institution. 


Second— 


Warren Fixtures are manufactured in the largest and 
finest equipped plant of its kind in the world. 


Third— 

All orders whether for regular or special Units are 
under the direct supervision of our Factory Superintend- 
ent, a man who has devoted twenty-five years to the 
fixture business and a man who is known as a ‘crank’ on 
details. 


Fourth— 


Cheap materials, crude workmanship and impracti-. 


cal ideas of designing ARE NEVER TOLERATED B 
THIS COMPANY. | 


We have two lines from which to choose and our 
catalogues Nos. 65 and 215 should be in your possession 
today. 3 


J. D. WARREN MFG. COMPANY 


253 Broadwan, ‘New York Masonic Temple, Chicago, Ill. 


The Largest Manufacturers of Hardware Fixtures in the World 
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RECENT TRADE LITERATURE 


and Other Matter of Interest to the Trade 


Catalogs, Bulletins 


“Nesco News” for ‘October 


This issue of the Nesco News, pub- 
lished in the interests of the National 
Enameling & Stamping Company, 374- 
378 Broadway, New York City, con- 
tains an illustration showing an at- 
tractive window display of “Royal 
Granite” enameled ware, made by the 
Louis Hanssen’s Sons Company, of 
Davenport, Iowa. The feature of this 
number of the Nesco News is an ar- 
ticle by E. C. Whitmyre, of the Bur- 
roughs Adding Machine Company, en- 
titled, “Something About Inventory 
for the Retail Hardware Merchant.” 


October Number of “Door- 
ways” 


The October number of Doorways, 
published by the Richards-Wilcox Mfg. 
Company, Aurora, IIll., contains an 
article headed, “The Advantages of 
Using the ‘R-W’ Expert Engineer and 
Suggestion Service. Departments,” 
which sets forth the advantages to be 
derived from submitting problems of 
a more or less complicated nature to 
the engineering department of the 
company. This issue of Doorways also 
lists a number of blue prints which 
are furnished free to the trade. 


“Monarch Messenger” for 
October 


The October number of the Monarch 
Messenger, published monthly by the 
Malleable Iron Range Company, Bea- 
ver Dam, Wis., contains some attrac- 
tive illustrations which show window 
displays featuring “Monarch” ranges. 
The “Monarch” monthly newspaper 
and slide service circular is also sent 
out with the Monarch Messenger. This 
circular shows proofs or five news- 
paper electrotypes, a lantern slide and 
a Thanksgiving window display. 


“Plymouth Products” 


The October number of Plymouth 
Products, published by the Plymouth 
Cordage Company, North Plymouth, 
Mass., contains a number of articles 
telling of the extensive use of the 
company’s products, one of which is, 
“Plymouth-Equipped Drives Through- 
out,” a story of how “Plymouth” rope 
is used in a southern grain elevator. 


“Tdeal Power” for October 


The October issue of Ideal Power, 
which is published by the Chicago 
Pneumatic Tool Company, Chicago, 
Ill., contains a number of interesting 
articles, one of which is “The Unit 
System for Air Power Plants.” This 
number of Ideal Power is well illus- 
trated and contains many other miscel- 
laneous items. 


Perkins-Campbell Catalog 


The Perkins-Campbe! Company, 
Cincinnati, Ohio, has issued to the 
trade its 1915 catalog, showing a 
complete line of leather goods, top 
straps, tire carrier straps and mis- 
cellaneous straps, bow rests, crank 
and joint boots, magneto covers, 
speedometer tube carriers, water- 
proof tool] rolls, leather spark plug 
case and numerous other devices for 
use by the motorist. Another product 
of the company is a liquid cailed “Per- 
cama,” which it is claimed is non- 
poisonous and non-combustible, con- 
tains no explosive, and will clean seat 
covers, tops, rugs; and in fact all 
heavy fabric without affecting or fad- 
ing its original color. Besides manu- 
facturing motor accessories, the Per- 
kins-Campbell Company also handles 
saddles, bridles, harness, collars, etc., 
and is sole manufacturer’s agent for 
Johnson carbureter for Ford, Over- 
land, Maxwell and Studebaker cars. 
It also carries in stock material 
samples for “Campbell” waterproof 
seat covers. The catalog is fully illus- 
trated, contains 32 pages, and is com- 
pleted with a guarantee of the goods 
shown therein. 


The “Buffalo Live Wire” 


The October number of the Buffalo 
Live Wire, published by the Buffa!o 
Chamber of Commerce, Buffalo, N. Y., 
is featured by an article entitled “An- 
other Firm Makes a Record,” which 
is an account of the increase in the 
sales of the Dwelle-Kaiser Company 
this year. Other articles in this num- 
ber of the Buffalo Live Wire are: “To 
Regain Buffalo’s Grain Trade,” “For- 
eign. Trade as Viewed Here,” “Gov- 
ernment Experts on the Job,” etc. 


“Garland” Catalog Addi- 
tions 


The Michigan Stove Company, De- 
troit, Mich., is distributing two addi- 
tional pages which are intended to be 
added to the “Garland” catalog. These 
pages are being mailed in a heavy 
paper folder. 


Marble’s Monthly Message 


The current number of Marble’s 
Monthly Message, which is published 
monthly by the Marble Arms & Mfg. 
Company, Gladstone, Mich., is fea- 
tured by a two-page article entitled 
“Hints to Hunters.” This artic'e is by 
W. L. Marble. and it gives hints based 
on Mr. Marble’s actual experiences in 
many years spent in the woods, beth 
as a hunter and a trapper. Other 
articles in this issue of Marbie’s 
Monthly Message are: “Where Biz 
Game Is Still Plentiful,” “Putting a 
‘Punch’ in the Window Trim” and 
“Life in the Woods Fifty Years Ago.” 
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Four New Continental 
Catalogs 


The Continental Company, Peneb- 
scot building, Detroit, Mich., has just 
issued four new catalogs which de- 
scribe and illustrate the company’s 
line of screen doors, window screens, 
etc., for 1915. In the front part of 
each of these catalogs are views of 
the company’s plants which are known 
under the following names: The 
Wabash Screen Door Company, Min- 
neapolis, Minn.; The Wabash Screen 


' Door Company, Memphis, Tenn.; The 


Owosso Mfg. Company, Owosso, Mich.; 
The Philadelphia Screen Mfg. Com- 
pany, Philadelphia, Pa.; The Porter 
Screen Company, Burlington, Vt., and 
The Sherwood Metal Working Com- 
pany, Syracuse, N. Y. 

These catalogs contain price quota- 
tions for 1915, and they also call atten- 
tion to the fact that the company has 
added to its line several patterns of 
solid oak doors, which are furnished 
with fourteen-mesh coprer bronze 
cloth. 


Crescent Tool Catalog 
No. 11 


The Crescent Tool Company, James- 
town, N. Y., has recent!y commenced 
the distribution of its catalog No. 11. 
This catalog is of pocket size and con- 
tains 32 pages. It is well illustrated 
throughout with ha'f-tone engravings 
of the company’s ‘ine of adjustable 
wrenches and pliers. Three pages of 
colored illustrations of lantern slides 
are included, together with illustra- 
tions of other sales aids furnished by 
the company, consisting of window 
display fixtures and free electrotypes. 


“Adamantine” Catalog No. 5 


The American Tap.& Die Company, 
Greenfield, Mass., has commenced the 
distribution of its. new catalog of 
threading tools, which include “Ada- 
mantine” screw plates, “Acme” screw 
plates, taps, ties and guides, stocks and 
tap wrenches. This new catalog meas- 
ures 6 by 9 inches and contains 87 


pages. 


“The Zenith” 


The October number of The 
Zenith, published in the interests 
of the Marshall-Wells Hardware 
Company, Duluth, Minn., contains a 
number of helpful articles, among 
which are: “Featuring the Induce- 
ment,” “Simplifying the Preparation 
of the Ad,” “Push the Winers,” etc. 
It also includes some artistic and sea- 
sonable window displays. 
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“NICHOLSON” files 
are made from steel of 
special analysis, rolled 
according to the most 
rigid specifications. 


“NICHOLSON” file 
Steel is the result of 
exhaustive tests that 
have proven it best 
adapted to the making 
of files of superior 


quality. 














Using a 
NICHOLSON Flat Fie 
on a “bracket.” 










HULU. 


Files That Sell— 
And Satisfy 


The NICHOLSON files upon your shelves are half 
sold just because they are branded “NICHOLSON.” 
That name tells a story of File Value to file users— 
they buy on sight of it. 


“OL Ss 
SS 
OSA. 


(TRADE MARK) 








Intimate knowledge of file users’ requirements, 
gained by over 50 years’ experience, devoted exclu- 
sively to file making, is concentrated in the brand 
that bears the “ NICHOLSON” trade mark shown 


above. 


The net result to the user, of money value to you, 
is the absolutely satisfactory file service given by 
“NICHOLSON” files. 


Your Jobber Can Supply You 


Nicholson File Co., Providence, R. I. 



























































The County Fair as a 
Motor Mart 


| teagan pumpkins, fatted live 
stock, and the fancy bed quilt 
now have to bow to the motor car, 
since the farmers have turned mo- 
torists and insist on a complete 
display of the gasoline-propelled 
vehicles at each of the county fairs 
throughout the middle west. The 
inhabitants of the rural districts, 
becoming motorwise, demand that 
they have a chance to see the latest 
models at the same time as they 
look over the other exhibits at the 
fair. They want to see the new 
ears long before the national and 
local shows, for in the fall, after 
the crops are in and turned into 
money, the farmer is ready to 
spend some of his earnings for the 
latest thing in transportation. 
Evidence is had on every side 
that the average farmer nowadays 
is a motorist and one did not have 
to wait until the fairs were held to 
become convinced of this. But 
since the fairs we have learned that 
the farmer cannot wait for the 
shows before placing his orders. 
From Minnesota comes the news 
that the motor car exhibit was the 
big feature of the state fair; Wis- 
consin tells us more business in 
motor cars was done at the fair in 
that commonwealth than was done 
at the Milwaukee shows; Iowa tells 
a similar story and so does Illinois. 
At Sioux City statistics were kept 
and it was found that out of an 
attendance of 75,000, at least 
25,000 went to the fair in motor 
cars. An innovation was an auc- 
tion of used cars that produced 
many sales. 
Going still further, we find that 
the motor races at the state fairs 


“1 h0T: “reap ‘ 


also have discounted the old-fash- 
ioned horse meet and that motor 
day at the fair always brings out 
the largest attendance. And the 
spectators seem to enjoy the new 
sport far more than they did the 
one-time popular harness and run- 
ning races. All of which convinces 
us of the growing motor wisdom 
of the country folk. 

It has been said, and apparently 
there is some logic to it, that the 
time is not far distant when ex- 
hibitions of motor cars at county 
fairs will to a large extent do away 
with the necessity of- the local 
shows in the cities, especially when 
the ruralites are the ones the deal- 
ers are striving to reach. Possibly 
this would not apply to cities like 
Chicago, New York, Philadelphia, 
Cleveland and Pittsburgh, because 
those metropolises generally are 
miles away from the state fairs; 
but when it comes to smaller cities, 
especially those where the fairs 
are held in the immediate vicinity, 
then it would seem as if the county 
fair is a dangerous rival to the 
local show. 


Encourage the Farmer- 
Motorist 


A?‘ the annual meeting of the 
Illinois Bankers’ Association, 
S. B. Montgomery gave a view of 
the motor car on the farm, which 
is somewhat in contrast to what is 
usually heard. 

A few years ago it was a com- 
mon report that the banks were 
discouraging the purchase of mo- 
tor cars by farmers because of the 
alleged bad effect upon the com- 
munity in relation to finances, and 
leading some to resort to credit for 
what was regarded as a luxury, as 
it is properly treated in the cities. 
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Nevertheless, the farmers con- 
tinued to buy cars until now those 
without them are the exception. 

Now comes Mr. Montgomery, 
who argues that a motor car on the 
farm is an evidence of thrift and 
that every farmer who buys him- 
self a car increases his thrift, the 
car making for increased efficiency 
and promoting income. 

Prior to the arrival of the motor 
car the farmer spent many hours 
of his time going to and from the 
city. With his car he reduces this 
time 50 to 75 per cent., according 
to his desire for speed. In Mr. 
Montgomery’s words, the farmer 
who has been foolishly accused of 
extravagance in buying a car, in 
reality saves money by the pos- 
session. This correction of the old 
assumption is deserving of general 
attention. 


Mosler Revises Schedule 


A recent announcement from 
A. R. Mosler & Co., Mt. Vernon, 
N. Y., is to the effect that the com- 
pany’s price list and schedule have 
been revised, and that a new illus- 
trated schedule is being issued to 
wholesalers and dealers. This will 
be furnished upon _ application. 
The company states that it has 
compiled a list of wholesalers, and 
that any one who is not on this 
list will have to prove his standing 
before being given the company’s 
lowest quotations. 

It is therefore suggested by the 
company that those _ interested 
should take steps to have their 
names placed on the Mosler whole- 
salers’ list. New literature will be 
off the press within two weeks, and 
copies of this material will be for- 
warded to those whose names ap- 
pear on the company’s list. 
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The Magnet 


that draws profitable trade. 







ISPLAY WEED CHAINS IN YOUR WINDOWS ff 
AND SALES ROOMS AND YOU DISPLAY # 

\.28\ GOOD SOUND BUSINESS JUDGMENT AS WELL. # f 
\ You will attract all types of cars to your doors— fj hy, 
‘ they all must use Weed Chains for safety’s sake. Y J | 


























\\ 





=\ Post mortems are never held over Weed I, ly, 

Chains—they never make dead stock. 7 
Even when roads and pavements are 
dry the experienced motorist will 
buy—‘“In time of sunshine he prepares 
for rains, stops at his dealer’s and buys 


Weed Chains.”’ 


4 




















Don't forget to order a stock of Weed 
Cross Chains, too. We will send you an 
attractive board on which you can dis- 
play our Cross Chains to the best advantage 
if you will but write for it. Now’s the 
time. Write for it now. 















Weed Chain Tire Grip 
Company 















Bridgeport, Connecticut 






Manufactured for Canada by 


DOMINION CHAIN COMPANY, Limited 
Head Office: Shaughnessy Building, Montreal, Canada 
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“Kamlee” Tire and Bag- 
gage Trunks 


The Kamlee Company, Milwau- 
kee, Wis., is manufacturing the tire 
and baggage trunks which are 





“ Kamlee” tire trunk 


shown in the accompanying éillus- 
trations. The company states that 
the fender and running board lug- 
gage trunk is properly curved at 
the front end to fit up against the 
front fender of a motor car, and 
that it is not designed for any par- 
ticular make of car, but can be 
made to fit almost any model. 

The upper part of the trunk has 
a drop front and contains two suit 
cases, while the lower part opens 
independently of the other, and con- 
tains an odd-shaped suit case, 
which conforms to the shape of the 
trunk itself. 

The Kamlee Company has re- 
cently placed on the market a new 
style of motor luggage trunk, No. 
8000, which is stated to be rain- 
proof, dust-proof and rust-proof. 
Its special feature is the interlock- 
ing edge, which prevents water 
from working its way into the 
trunk and likewise keeps out the 
dust. The trunk is made of three- 
ply basswood veneer, and is covered 
with heavy black enameled duck. It 
has sewed leather binding, which 
is stitched directly through the 
wood. 

The “Kamlee” tire trunk, No. 





“Kamlee” running-board trunk 


1085, has a triangular opening de- 
signed especially for cars on which 
tires are carried in the rear with 
straps. The shape of the door ad- 
mits of its being opened without 
unfastening the straps. 


‘*Scientific ’’ Garage 
Heater 


The Scientific Heater Com- 
pany, 1900 Power avenue, Cleve- 
land, Ohio, manufacturer of the 
“Scientific” safety garage heater, is 
making a special appeal to the 
hardware trade to market this de- 
vice. The “Scientific” heater is 
built on the plan of the miner’s 
safety lamp, and the company 
states that it can be used with per- 
fect safety in the midst of gasoline 
fumes. 

The small-size heater, which re- 
tails at $25, is suitable for a 
garage up to 18 by 20 feet. It may 
be installed in any out of the way 
corner, and it is claimed by the 
company that the car may stand in 
immediate proximity to the heater 
without danger of blistering the 
varnish, as the heater gives out no 
heat from the sides. The “Scien- 

















The “Scientific” garage heater 


tific” heats the garage by air cir- 
culation. The cold air, drawn into 
the heater, is warmed and then 
passes out at the top, from which 
point it circulates throughout the 
garage, giving an even tempera- 
ture. 

The company states that about 
3000 of these heaters are already in 
use in the United States and 
Canada. 


THE HoLT WELLES COMPANY has 
been incorporated in New York City 
to handle carbureters, automobile sup- 
plies, etc., with a capital stock of 
$50,000. The firm will be located at 
14 West Fifty-fifth street. 


DURING THE First FIVE MONTHS OF 
1914 Pennsylvania issued more auto- 
mobile licenses than during the whole 
year of 1913. 
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“Benton” Ford Type 
Spark Plug 


The L. F. Benton Company, Ver- 
gennes, Vt., is manufacturing a 
type of spark plug particularly 





“Benton” special Ford type spark 
plugs 

adapted to the Ford motor. The 
company states that this plug can 
be easily and quickly cleaned when 
fouled from the use of too much 
oil. The Ford type spark plugs 
are put up in a neat, substantial 
carton, holding four, and they are 
sold only in sets of four. The re- 
tail price per set is $3. 


“National Junior” Tele- 
scope Pump 


The National Motor Supply Com- 
pany, Cleveland, Ohio, is manufac- 
turing a telescope pump for small 
cars which is called the “National 
Junior.” The cylinder of this pump 
is made from gray iron, and the 
piston is turned from a solid steel 
bar. The “National Junior” is 
operated by screwing it into any of 
the spark plug holes, and then start- 
ing the motor. 

The company states that this 
pump will inflate the tire of a Ford 
car in two minutes. The pump has 
a capacity of 150 pounds pressure. 
The “National Junior” is equipped 
with 10 feet extra heavy tubing, 








“National Junior’ telescope pump 
and its retail price is $5.50. The 
company also sells this pump 
equipped with a dial pressure gauge 
for $6.50. 
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THERE are more than 400,000 
motor cars on the public streets 
day in and day out equipped with 
the inefficient and unreliable bulb 
horn. 


And there will be in the neighbor- 
hood of 400,000 motor cars manu- 
factured and sold this coming 
year that will be equipped in the 
same unsatisfactory manner. 


Safety to the drivers of these cars 
and to the general public will de- 
mand that these 800,000 motor 
cars be equipped with a reliable 
and unfailing warning signal. 


The Warning Signal that wiil re- 
ceive the big portion of this busi- 
ness will be the Sparton. 


Because the Sparton is unquestion- 
ably the most efficient electric 
warning signal manufactured. 


Because the selling price of 
the Sparton is much lower 
than that of any electric 
warning signal, with a 
reputation back of it, in 
the market. 


The Sparks- 
Withington Co. 


JACKSON, MICHIGAN 


eaiincaeaiaal 


Because practically ninety per cent. 
of motor cars sold equipped with 
an efficient warning signal are 
Sparton equipped. 


Our big advertising campaign is 
now in full swing—and is creat- 
ing a great demand for Sparton 
Warning Signals. 


Here is a wonderful opportunity for 
you, and every other hardware 
merchant, to “cash in” on Spar- 
ton business— 


For Sparton Warning Signals are 
going to be distributed to a large 
extent through the Hardware 
Merchant. 


Send at once—now—for complete 
information. 
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“Neverout” Tail Lamp 
and License Bracket 
The Rose Mfg. Company, 910 


Arch street, Philadelphia, Pa., is 
marketing the “Neverout” electric 





















“Neverout” electric tail lamp com- 
bined with license bracket 


tail lamp and license bracket. The 
new “Neverout” telescopic tail lamp 


New 


Spark Plug 


The Champion Ignition Company, 
Flint, Mich., is placing on the mar- 
ket the new “A. C. Titan” spark 
plug. This plug is made by a new 
process, which, the company states, 
takes care of the expansion of the 
component parts at the time of as- 
sembly, so that the plugs will not 
develop compression leakage after 
they leave the factory. 

The porcelains are compact, and 
are of large diameter, so that they 
are not affected by heat or vibra- 
tion. The electrode design is 
claimed to insure a smooth running 
motor at all speeds, and eliminates 
pre-ignition. This plug has been 
adopted for 1915 by the manufac- 
turers of Cadillac, Buick, Stearns, 


ae ten Ee 
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“Handeuft” Lock for 
Ford Cars 





The Clinton Wire Cloth Company, 
Clinton, Mass., is introducing the 
lock for Ford cars, 


“Handcuff” 





A “Handcuff” iock in use 


which is shown in the accompany- 





is made with all parts interchange- 
able. In case of breakage by acci- 
dent, parts can be instantly sup- 
plied and replaced by the motorist. 

There is no solder in the entire 
construction, and the lamp is 
claimed to be practically indestruct- 
ible, also dust and weather-proof. 
It has a combination socket that 
fits and lamp bracket for either 
right or left-hand side. The win- 
dow is exceptionally large, clearly 
illuminating the license tag. The 
license pad holder, which may be 
used in conjunction with the Never- 





“Neverout” electric tail lamp 


out tail lamp, is constructed on sub- 
stantial lines. It holds the license 
plate securely and cannot rattle. 


“Pennsylvania Poster- 
ettes” 


The Pennsylvania Rubber Com- 
pany, Jeannette, Pa., is furnishing 
to its customers some attractively 
designed advertising stickers 
which are printed in colors. The 
company styles’. these _ stickers 
“Pennsylvania Posterettes,” and 
they are made in a series of six de- 
signs. 

These “posterettes” are packed 
in envelopes containing 25 of the 
same design. A sample “poster- 
ette” is attached to each envelope, 
which is numbered. 





“A. C. Titan” spark plug 


Oakland, Oldsmobile, Premier and 
Cole cars, besides several others. 
The “A. C. Titan” retails for $1.25. 


The “All-Steel” Brake 
Rod Supporter 


The New York Coil Company, 
338 Pearl street, New York City, 
is marketing the “All-Steel” brake 
rod supporter for the Ford car. 
The “All-Steel” supporter is made 
from solid steel, which, it is 
claimed, will outlast the car. It 
will not only prevent the rattling 






SUDE? é 
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FOR CAR BRAKE 
ROD.ANTI-RATTLER 


“All-Steel” brake rod supporter 


of the rods, but will also stop the 
rods from “whipping” from side to 
side. 


THE F. A. HERRICK COMPANY, 
Toledo, Ohio, has been incorporated 
with a capital stock of $10,000 by 
F. A. Herrick, formerly connected 
with the Star Hardware Company, 
Toledo, and others, to manufacture 
fixtures for hardware stores. 


ing illustration. The manner of at- 
taching this lock is very simple. 
The spark lever is advanced, and the 
throttle lever is opened to the full- 
est capacity. These levers are then 
“handcuffed” together, the lock be- 
ing slipped through the hole in the 
“handcuff.” This lock is made of 
nickel-plated steel. It may be car- 
ried in the pocket or slipped behind 
the seat cushion. The retail price 
of the “Handcuff” lock is 15 cents. 


“Snap-O” Valve Ad- 
juster 

The Manufacturers’ Supplies 

Company, Juniper and Cherry 


streets, Philadelphia, Pa., is manu- 









STYLE VS. J 
LSPECALLY ADAPTED 
70 /9/2-/3 FORD CARS 


“Snap-O” valve adjuster 


facturing and marketing the 
“Snap-O” valve adjuster. This de- 
vice is used to take up the wear on 
valve stems, which is caused by 
the continuous pounding of the tap- 
pets. The result of such wear is 
a weak, noisy and cranky engine. 

“Snap-O” valve adjusters. will 
take up this wear effectively and 
quickly. The retail price per set 
of ten is $1. 


THE STATE OF KANSAS has, during 
the last four years, lost 70,000 horses, 
according to the State records, and in 
that time it has gained 20,000 auto- 
mobiles. 
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For Your Customers Who 
Own Motor Cars, Motor 
Boats, Motorcycles 


HARRIS 


TRADE MARK REG. U.S. PAT. OFF, 


OILS 


AND 


GREASES 


They are America’s Leading Lubricants. You 
run no risk in recommending HARRIS 
products. HARRIS OILS are such pure and 
reliable lubricants that once i they become 
fast friends. , 


HARRIS CYLINDER OIL—Made in three 
grades and sold in barrels, half barrels, five- 
gallon and one-gallon cans. 


HARRIS TRANSCOMPOUND—A trans- 
mission oil reduced to the consistency of a 
grease. 


HARRIS MOTOR CAR SOAP—An efficient 
soap which will not harm the finest surface. 


WRITE FOR OUR DEALERS’ DISCOUNTS 


A. W. HARRIS OIL CO. 


326 S. Water Street, Providence, R. I. 
Branch: 143 No. Wabash Ave., Chicago, Ill. 




















QUICK ACTING- 
QUICK SELLING 


Our standard “Kazoo” 
Auto Jack is very quick- 
acting—simply tossing over 
the dog or pawl at the top 
reverses it. 
Made with 
strong steel 
screw with 
machine - cut 
threads. Ca- 
pacity, 2000 
pounds. Its 
low price 
makes it a 
quick, steady PATENTED 

seller. 

All Standard Automobile Jacks are thoroughly 
well made and dependable. Your customers 
will like them. They’re great trade builders. 
Good profit. 





Send for Catalog and Discounts. 


National Standard Company 


—_—_—_ — ——_—— 


NILES, MICHIGAN 


Successors to COOK’S STANDARD TOOL CO., Kalamazoo, Michigan 
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Mr. Hardware Man— 


GET READY for a big winter de- 
mand for THERMITE. Write 
for the facts. 
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The reasons for HERZ PLUG’S superiority to ordinary makes 
are definite and obvious 

The fnauiasson is DOUBLE STONE 
ATINUM-ALLOY. 








$1.50. Order from your dealer or 
HERZ & COMPANY, 245 W. 55th St. (near B’way), New York 
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Hardware Age 


NOTES OF THE RETAIL HARDWARE TRADE 


CALGARY, ALBERTA.—J. T. McDonald is about to retire from 
business. 


DUNKIRK, SASKATCHEWAN.—The A. E. McKenzie Hardware 
Company, of Moose Jaw, has opened a branch store here. 


MACKLIN, SASKATCHEWAN.—A. A. Graham has disposed of 
his hardware business to Wyman, Small & Smiles. 


: > art SASKATCHEWAN.—G. B. Jamieson has sold out his 
stoc 


RusH LAKE, SASKATCHEWAN.—R. T. Storey has discon- 
tinued his hardware business. 


_VISCOUNT, SASKATCHEWAN.—W. B. Shannon & Co., have 
disposed of their hardware and furniture business to M. F. 
Rauchman. 


LOMITA, CAL.—Marx & Moyse have disposed of their shelf 
hardware stock to F. 8. Jones, who will carry in addition a 
stock of bathroom fixtures, buggy whips, builders’ hardware, 
electrical household specialties, galvanized and tin sheets, 
gasoline engines, harness, heating stoves, heavy farm imple- 
ments, lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, pumps, poultry supplies, ranges and cook stoves, 
shelf hardware and wagons and buggies, on which catalogs 
are requested. 


LUDINGTON, Micu.—The hardware store of Harry V. Hus- 
ton has passed into the hands of the Waters Hardware Com- 
pany, which will continue the business, carrying a fulll line 
of hardware. 


MARQUETTE, Micu.—A corporation, to be known as the Ish- 
pheming Furniture & Hardware Company, has been formed 
here. Its officers are: Michael Kultala, president: William 
Salminen, vice-president; William Anderson, secretary, and 
Abel Neimi, treasurer. The stock consists of the following: 
Belting and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream sep- 
arators, crockery and glassware, cutlery, dairy supplies, dog 
collars, electrical household specialties, fishing tackle, fur- 
naces, furniture department, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, heating stoves, heavy 
farm implements, heavy hardware, home barbers’ supplies, 
iron beds, kitchen cabinets, kitchen housefurnishings, lino- 
leum, lubricating oils, mechanics’ tools, oil cloth, paints, oils, 
varnishes and glass, poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, sewing machines, shelf 
hardware, toys and games, washing machines. Catalogs 
requested. 


ADA, MINN.—J. A. Merth has opened a hardware store here, 
carrying automobile accessories, buggy whips, dog collars, 
hammocks and tents and oil cloth, on which catalogs are 
requested. 


ALDRICH, MINN.—The Aldrich Implement Company has 
been sold to W. D. Cockrell and Frank Cosgrove. The busi- 
ness will be continued under the old name. 


BROWNSDALE, MINN.—Gerbig & Shortt have acquired the 
hardware store of N. K. Dakle. The stock consists of belting 
and packing, bicycles, builders’ hardware, children’s vehicles, 
cream separators, cutlery, fishing tackle, furnaces, galvanized 
and tin sheets, gasoline engines, heating stoves, heavy farm 
implements, heavy hardware, home barbers’ supplies, iron 
beds, kitchen cabinets, linoleum, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, plumbing department, 
pumps, ranges and cook stoves, sewing machines, shelf hard- 
ware, silverware, tin shop, wagons and buggies, washing 
machines. 


Kansas Citry,-Mo.—H. J. Brunner Hardware & Machinists’ 
Supply Company has been incorporated with a capital of 
$10,000, to conduct a wholesale and retail business in the fol- 
lowing: Automobile accessories, bathroom fixtures, belting 
and packing, bicycles, mechanics’ tools and shelf hardware. 


MARSHALL, Mo.—The P. H. Rea Implement Company, 
which has been in business over forty years, has been in- 
corporated. The firm carries a stock of buggy whips, cream 
separators, gasoline engines, heavy farm implements, lubri- 
cating oils, poultry supplies and wagons and buggies. The 
capital is $30,000 and incorporators are P. H. Rea, P. E. Ott, 
E Pemberton and W. G. Rea. The company has built a 
garage and added a line of automobiles and automobile 


accessories. 


Aurora, Nes.—Wm. Rutherford has disposed of his im- 
plement business to Gunnerson Bros. 


CoLeRIpGE, NEes.—Louis C. Mittlestadt has purchased the 
hardware store of Edwards & Bradford. 


HUMPHREY, Nes.—Jacob Krebs expects to occupy his new 
building about November ist, handling automobile acces- 
sories, belting and packing, buggy whips, builders’ hardware, 
children’s vehicles, churns, cream separators, cutlery, dairy 
supplies, dog collars, electrical household specialties, fishing 
tackle, furniture department, harness, heavy farm imple- 
ments, lubricating oils, mechanics’ tools, oil cloth, paints, oils, 
varnishes and glass, plumbing department, pumps, ranges and 
cook stoves, sewing machines, shelf hardware, silverware, 
sporting goods, washing machines. Catalogs requested on 
motor trucks and Hudson auto. 


JoHNSON, Nes.—Mills & Venrick have succeeded Charles 
Fowler. The firm carries a complete line of hardware, to 
which pianos are a recent addition. 


OneIpa, N. Y.—A. L. Bailey, who recently purchased the 
hardware stock of W. H. Millspaugh, will shortly open for 
business, carrying the ve cyan lines: Baseball goods, 
bicycles, bu whips, builders’ hardware, building paper, 
children’s vehicles, churns, cutlery, dairy supplies, dog collars. 
electrical household specialties, fishing tackle, galvanized and 
tin sheets, hammocks and tents, heating stoves, heavy hard- 


ware, kitchen housefurnishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, plumbing department, 
poultry supplies, prepared roofing, pumps, ranges and cook 
stoves, refrigerators, sewing machines, shelf hardware, silver- 
ware, sporting goods, tin shop, toys and games, wagons and 
buggies, washing machines. 


PRATTSVILLE, N. Y.—L. E. Sutton and Neal Fowler have 
formed a partnership under the firm name of Sutton & Fowler, 
and will carry baseball goods, belting and packing, buggy 
whips, builders’ hardware, building paper, children’s vehicles, 
crockery and glassware, cutlery, dairy supplies, dog collars, 
fishing tackle, furnaces, galvanized and tin sheets, gasoline 
engines, hammocks and tents, harness, heating stoves, heavy 
hardware, home barbers’ supplies, kitchen housefurnishings, 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, plumbing department, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, shelf hardware, silverware, 
sporting goods, tin shop, toys and games, washing machines. 
Catalogs requested on general hardware. 


HENDERSONVILLE, N. C.—The Staton Hardware Company 
has filed articles of incorporation. Those interested are U. G 
Staton, Viola Staton, C. G. Jones and Josephine Jones, and - 
the capital stock is $10,000. 


HAZEN, N. D.—Gus Daffinrud has leased a building, and 
installed a complete stock of hardware, including baseball 
goods, belting and packing, buggy whips, builders’ hardware, 
children’s vehicles, churns, cream separators, cutlery, dog col- 
lars, dynamite, fishing tackle, furnaces, furniture department, 
galvanized and tin sheets, harness, iron beds, kitchen cabinets, 
linoleum, lubricating oils, paints, oils, varnishes and glass, 
plumbing department, pumps, ranges and cook stoves, sewing 
machines, shelf hardware, tin shop, washing machines. 


NEw SALEM, N. D.—A. F. Dietz & Sons have sold their 
hardware business to S. H. Ashley. Catalogs requested on 
automobile accessories, bicycles, builders’ hardware, building 
paper, churns, cream separators, crockery and glassware, 
cutlery, dairy supplies, dog collars, dynamite, electrical house- 
hold supplies, fishing tackle, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, harness, heating stoves, 
heavy hardware, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, prepared roofing, pumps, ranges and cook 
stoves, shelf hardware, silverware, sporting goods, tin shop, 
wagons and buggies, washing machines. 


KINGSTON, OHI0o.—John E. Jones, of Oak Hill, has pur- 
chased the Kingston Hardware Company here. 


LEESBURG, OHIO.—Denny Morris has taken possession of 
the stock of the Haas hardware store, consisting of the fol- 
lowing items: Baseball goods, bathroom fixtures, belting and 
packing, bicycles, buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, cream separators, cutlery, 
dairy supplies, dog collars, electrical household specialties, 
fishing tackle, furnaces, galvanized and tin sheets, gasoline 
engines, hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, home barbers’ supplies, 
linoleum, lubricating oils, mechanics’ tools, oil Cloth, paints, 
oils, varnishes and glass, plumbing department, poultry sup- 
plies, prepared roofing, pumps, ranges and cook stoves, sewing 
machines, shelf hardware, silverware, sporting goods, wagons 
and buggies, washing machines. 


PAULDING, On10.—The partnership in the firm of Crane & 
Goodwin has been dissolved, Mr. Goodwin retiring, and Mr. 
Crane becoming sole owner. The title of the new concern will 
be John P. Crain, and the stock will include the following 
lines: Automobile accessories, baseball goods, bathroom fix- 
tures, belting and packing, bicycles, buggy whips, builders’ 
hardware, building paper, children’s vehicles, churns, cream 
separators, cutlery, dairy supplies, dog collars, dynamite, elec- 
trical household specialties, fishing tackle, furnaces, galvan- 
ized and tin sheets, gasoline engines, hammocks and tents, 
harness, heating stoves, heavy farm implements, heavy hard- 
ware, home barbers’ supplies, kitchen housefurnishings, 
linoleum, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing department, poultry supplies, pre- 
pared roofing, pumps, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting goods, 
tin shop, wagons and buggies, washing machines. _. Mr. Crain 
has been in business for the past 36 years. 


SPRINGFIELD, On10.—The Tuttle Hardware Company is 
making an addition to its store, increasing its floor space 200 


feet. 


DusTIN, OKLA.—The hardware store of J. S. Pfaff & Son is 
being remodeled. 


ELGIn, Oxita.—The Vaughn Hardware Company has es- 
tablished itself here, carrying a stock of automobile acces- 
sories, baseball goods, buggy whips, builders’ hardware, 
churns, crockery and glassware, cutlery, dynamite, fishing 
tackle, furniture department, galvanized and tin sheets, har- 
ness, heating stoves, heavy farm implements, heavy hardware, 
iron beds, kitchen cabinets, kitchen housefurnishings, lubri- 
cating oils, paints, oils, varnishes and glass, plumbing depart- 
ment, pumps, ranges and cook stoves, shelf hardware, sporting 
goods, tin shop, wagons and buggies, washing machines. 


SaLeM, S. D.—T. C. Thompson has purchased the business 
of W. A. hmidt. 


WHEELING, W. Va.—The building of T. A. Hoge Hardware 
Company at 1018-1020 Market street, is about completed and 
the company expects to occupy it about December Ist. 


Mr. Hores, Wis.—The Mt. Horeb Hardware Company has 
begun excavations for an addition of 30 x 50 feet to its pres- 
ent building, which the firm contemplates improving by the 
installation of a new floor, metal ceilings and modern and 


up-to-date store front. 
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r NHERE is nothing you can hristmas 
sell for Christmas that will 
pay you a better profit or 

make a more attractive display than ATKINS SILVER STEEL SAWS 
packed in holly covered boxes. Why not help and make this a real Christ- 
mas in your town and sell to the mechanics’ wives and friends a useful | 
| present that will be appreciated, and prove a constant and pleasant re- 

minder of your store. 





Our original idea of Saws for Christmas is a great success. We under- 
stand it is being imitated—but then you know that ‘‘ Imitation is the sin- 
cerest flattery.’’ Every year the demand increases for ATKINS SILVER 
STEEL SAWS packed in holly boxes. ATKINS ALWAYS AHEAD! 


Place your order now and make your holiday display early. Put ATKINS 
SAWS in holly boxes among your other Christmas goods and see the 
mechanics’ wives and friends gobble them up. ‘‘ Just what I wanted for 
father.’’ ‘‘He’d rather have a fine saw than anything else.’ Thats 
what they all say. Try it this year and see for yourself. 


OUR OF FER—Any ATKINS.SILVER STEEL SAWS ordered for ship- 
ment prior to December 20th will be packed, when specified, without extra 
charge in beautiful holly covered individual boxes. This offer is not con- 
fined to hand saws alone, as we have many other items which we will 
supply in the same way. With them will be sent free of charge, an at- 
tractive Santa Claus and Christmas Bell window trim. 





Get your order in now—There is no time to spare 


EK. C. ATKINS ©& COMPANY, INCORPORATED 


THE SILVER STEEL SAW PEOPLE 
Home Uffice and Factory: Indianapolis, Ind. Canadian Factory: Hamilton, Ont. 


Branches carrying complete stocks in the following cities, address E.C. ATKINS & COMPANY, Incorporated 


Atlanta Memphis New Orleans Portland, Ore. Seattle Sydney, N.S.W. 
Chicago Minneapolis New York City San Francisco Vancouver, B. C. 
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Messrs. John Shaw & Sons, Wolverhampton, England. Agents for Great Britain 
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TERAPS 


Catch Dollars 


SUPPOSE the only way to catch dollars 
“y) was to set Victor Traps for them— you 
would order early—wouldn't you ? 





Victor Traps actually bring in many an easy dollar to your 
till—if you have them when the trapper is ready to buy. He 
has learned to look for the ““V”’ in the pan, knowing that it 
means a “‘V”’ in the trap later. Your jobbers stock is at its 


‘best this month—Order now. 


ONEIDA COMMUNITY, LTD., ONEIDA, N.Y. 
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